


LEADING LIFE INSURANCE WEEKLY 











{ 
AN 


The National Underwriter | 


LIFE INSURANCE EDITION 


ant 


THURSDAY, MARCH 27, 1824 


Thirty-first Annual Statement, January 1, 1924 


Illinois Life Insurance Company 


CHICAGO 
JAMES W. STEVENS, Founder 


GREATEST ILLINOIS COMPANY 


ASSETS LIABILITIES 
Bonds and Stocks ..$ 4,867 ,906.03 Death losses due and unpaid......... None 
U. S. Liberty Bonds - 1,193,684.50 Death Losses in process of payment and 
Cash in Offices and Banks (at 2 proots of loss not yet completed. .$ 64.455.00 
$213,519.99) : 256,420.28 Reserve to cover amounts not yet due 
Real Estate, Unincumbered .  1,988,533.60 on Instalment Policies 69.839.22 
First Mortgages on Real Estate and Col Legal Reserve to protect outstanding 
lateral Loans 11,452,077 .00 policies as computed bv the Illinois 
Loans to Policyholders not exceeding Insurance Department 19.207 846.00 
Reserve, fully secured by policies.. 3,169,772.53 Premiums and Interest paid in advance 83,161.24 
PONE CUE satin skis hina on wise mala a 233,030.50 Miscellaneous Liabilities ...... 160.119.77 
Net Deferred Premiums and premiums Survivorship Investment Funds = 1.879.106.02 
in course of collection (less expense Reserve for Contingent Liabilities... 207,716.89 
loading on same), wholly secured Capital and Surplus ; , 2,036,688.47 


by legal reserve and other credits 547 508.17 


$23.71 8932.61 $23 7( IR 937 6) 


Payments to Policyholders and Beneficiaries since Organization, $24,940,555.79 


FIVE YEARS RECOR 


’ I ng D 1918 Y I g D INCREAS! 
Interest Income ...... $ 752,813.10 $ 1,168,288.40 S$ 415.475.30 
Premium Income 2.817,845.45 $ 341,381.42 1.523.535.97 
Admitted Assets .... 15,419,825.57 23,708,932.6] 8 289 107.04 


Insurance in force...... . 90,043, 984,82 150.301.990.62 60.258.005 80 


Home Office of the Company 


Illinois Life Building, 1212 Lake Shore Drive 


The ILLINOIS LIFE is the Dean of the Legal Reserve Life Insurance Companies of Illinois 
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| WHO WAS RIGHT ? 


ILLINOIS MANAGERS WANTED 


La Salle 
Springfield 


Freeport — 
Peoria — 


At Bloomington — 
Elgin — 


Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 





LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 


SQESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 
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PHILADELPHIA HOLDS | 
GREATEST CONGRESS | 


Record | 
Was Registered at Sales Ses- 


Largest Attendance on 


sions Last Week 
r | 


FISKE STIRS LIFE MEN 


President of Metropolitan Draws Big | 
Audience and Points to 
High Ideals 


PHILADELPHIA, PA., Mar. 25 
\fter the excellent 
during the day, nearly all 
registrants at the 
Life Sales Congress 
bled at the banquet in the evening to 


sessions 


attending 
of the 2,000 


| 
Philadelphia | 
| 


assem- 


or more 


Insurance 





HALEY FISKE 


President 


Metropolitan Life 


hear an address, which was without 
doubt the big event of the congress \t 

it tume, Haley Fiske, president or the 
Metropolitan Life, envisioned for life 


surance s a whole, the mighty ideal 
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FEBRUARY TOTAL SHOWS GAIN | EXECUTIVE COMMITTEE MEETS 


Some States Report Decreases From 
1923, but All Exceed 1922 and Total 
Passes Last Year 


NEW YORK, Mar. 25.—Sales of 
ordinary life insurance in the United 
States during February were 12 per 


cent above the corresponding period last 
vear and 1 percent those tor 
January of this year, according to fig- 


abov e 


ures just published by the Life Insur- 
ance Sales Research Bureau. Sales by 
companies which had in force over 88 
|} percent of the total legal reserve or 


| dinary insurance amounted to $546,52 
| 000 of insurance during February of this 


year, as compared to $485,930,000 of in 
surance in February of last year. This 
is an increase of 32 percent above the 
figures for Iebruary, 1922 
Increases Nearly General 
Of the nine geographical sections into 
which the country is divided, the east 


south central is the only one showing a 
decrease. 
for this section for January 
creases are partly explained 


hese de 


by the fact 








\ decrease was also reported | 


that the sales in 1923 were abnormally 
high. The remaining sections all show 
increases ranging from 2 percent to 33 
percent, with the Pacific at the top of | 
the list. The middle Atlantic and east 
north central divisions, both industrial | 
sections, each showed an increase of 16 
percent above last year Phe agricul 


| tural west showed only a slight increase 


Higher Than in 1922 


In 15 states the sales for February 
of this vear were below those of last 
year, but in all but two of these same 
states the sales were higher than fo 
February, 1922 

Sales in the United States for the 12 
months ending Feb. 29, 1924, were $6 
723,864,000 as compared to $5,642,331 
000 for the 12 months ending Feb, 28 
1923 

Sales in Chicago, Cleveland, De t 
and New York were higher for Febr 
ary, 1924, than tor February, 19 Be 
ton and Philadelphia show i decre 
Cleveland and Detroit show the greatest 
gains, 26 percent mecrease ior both cit 
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American Life Convention Plans for Its 
Annual Gathering at New Orleans 
in October 


the 


American 


At the meeting of executive 
mittee of the Life Convention 


in Chicago this week it was officially 


com 


announced that the annual meeting of 
the Legal Section will be held at the 
Roosevelt Hotel in New Orleans, Oct 
13-14. The annual meeting of _ the 
American Life Convention itself will be 
held the three following days. The 
Hotel Roosevelt has reserved 225 rooms 
for the convention. The chief host will 
be the Pan-American Life Dr. E. G 
Simmons, vice-president and _ general 
manager, 1s a former president of the 
American Life Convention and there 
fore will be the chief factotum | ] 
MecGivney, general counsel of the Pan 
American Life, is secretary of the Legal 
section The Louisiana State Life of 
Shreveport, La., and the Lamar Life ot 
lackson, Miss., will join with the Pan 
American Life in acting as host 


Consider the Service Bureau 


\ special committee was appointed by 
President Reynolds of the America 
Life Convention to meet with the exec 
utive committee and the directors « 
the 1 


American Service Bureau in order 


to arrange the financing « ul 
reau and carrying « ts worl he 
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| SALES AGAIN INCREASE | OFFICIAL DATE IS FIXED | ANTI-TRUST LAW IS 


IN NO WAY VIOLATED 


American Life Convention and the 
American Service Bureau Are 
Not Involved 


TEXAS OPINION IS GIVEN 


Issue Raised By Some of the Com- 
panies Is Cleared by Attorney 
General's Department 


AUSTIN, TEX., Mar. 25.—I1 M 


rank 
Ken }, assistant attorney general ot 
this state, has given an opinion to the 
effect that the American Life Conven 
tion and the American Service Bureau 
which is being conducted by some ot 
the members th American Lite 
Convention are in no way in conflict 
with the anti-trust iws « the state 
The point was rece ly al ed by ] es 
dent T. W. Vardell the Southwestern 
Life of Dallas Mr. Vardell tendered 
his resignation the American Lite 
Convent e thee that his com 
pa might el violati the 
i st law Missouri State Life 
tenae d 1« 1 similar 
cast ( i Nationa Life 
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a branch for the purpose of making in- 
spections. 


Purpose of the Bureau 


We understand that the American 
Service Bureau offers its services to the 
public for the purpose of making in- 
spections on applicants for life insur- 
ance and for other purposes, that the 
companies, members of the American 
Life Convention, will use the service of 
this bureau, paying therefor the regular 
charges, but that they have no contract 
with either the American Life Conven- 
tion or the American Inspection Bureau 
to use exclusively the inspection service 
of the latter, but on the contrary, the 
companies will still avail themselves of 
every means of securing information on 
an application for insurance both 
through other inspection bureaus and 
through the facilities of the individual 
companies desiring information on an 
applicant, 

We are also advised that there is no 
sort of an agreement between the com- 
panies, members of the American Life 
Convention, or between any company 
and the life convention, or the Ameri- 
can Service Bureau, to be bound by the 
report made by the American Service 
Bureau, but they are left free to issue 
a policy of insurance on an applicant 
regardless of the tenor of the report 


received from the service bureau 


Question of Violation Raised 


I note that prior to the organization 
of the American Service Bureau, the 
Southland Life, the company of which 
you are president, and perhaps various 
other life companies, members of the 
American Life Convention, had their own 
service bureaus from which they secured 
information on applicants for life insur- 
ance, but that they, at the same time, 
patronized other concerns engaged in 
the business of making inspections. Now 
the question is whether or not under 
the above statement, the American Life 
Convention, the American Service Bu- 
reau, and the companies, members of 
the American Life Convention, individ- 
ually might be guilty of violating chap- 
ter 1 of Title 130, of the revised statutes 
of Texas, commonly known as the anti- 
trust laws of Texas, by entering into 
the agreements as above set out 


Definition of a Trust 


A trust is defined by Article 7796 re- 
vised statutes, as being a combination 
of capital, skill or acts by two or more 
persons, firms, corporatious or associa- 
tions of persons, or either two or more 
of them, so far as it may be applicable 
to insurance for all of the following 
purposes: 

1 To create or which may tend to 
create or carry out restrictions in aids 
to commerce, or to create or carry out 
restrictions in the free pursuit of any 
business authorized or permitted by the 
laws of this state 

2. To fix, maintain, increase or reduce 
the cost of insurance 

3 To prevent or lessen competition 
in insurance or to prevent or lessen com- 
petition in aids to commerce 

3. The facts above stated do not show 
that competition in aids to commerce 
would be prevented or lessened, nor 
would competition be prevented or les- 
sened in the purchase of insurance 

4. Neither would such a condition fix 
or maintain any standard or figure 
whereby the price of insurance would 
be in any manner affected, controlled or 
established 

5 It does not seem that the 
of a contract of insurance at a price 
below a common standard figure is in- 
volved or that there is any agreement 
which would in any manner keep the 
price of insurance at a fixed or graded 
figure or that the same would affect or 
maintain the price of same, nor can we 
see that such a statement of facts would 
preclude a free and unrestrained com- 
petition among the companies, members 
of the American Life Convention 


making 


Law Does Not Apply 


It might oecur that the fact that the 
members of the American 
although the American 
Life Convention, organizing the Ameri- 
can Service Bureau, might, to some ex- 
tent, pool, combine and unite an interest 
they might have in connection with the 
sale or purchase of the information de- 
sired, and that the same might affect 
the price of the service for inspection, 
and might have an incidental effect on 
the price of insurance, but again as- 
suming that no such agreement exists, 
and that no company member is under 


companies, 
Life Convention, 


THE UN: ATION. AL 


any agreement to patronize the Ameri- 
ean Service Bureau at all, and if so not 
exclusively, and on this assumption I 
iam holding that Section 5 of Article 
'7796 does not apply. 

6. The statement does not reveal any 
combination or agreement which would 
regulate, fix or limit the amount of in- 
surance which might be undertaken by 
any of the companies, members of the 
|American Life Convention. Of course, 
if there was any agreement to this effect, 
it would violate the law. 

7. Section 7 of Article 7796 could not 
japply to insurance companies because 
insurance has been held not to be a 
produce or commodity nor commerce, but 
an aid to commerce, and Section 7 does 
not cover aids to commerce 

We are, therefore, of the opinion that 
Under the facts stated, there would be 
no violation of Article 7796 by reason 
of the premises. 


Question of Monopoly 


It might be well to consider whether 
or not Article defining and de- 
nouncing monopolies would apply to the 
above facts. 

A monopoly, in so far a§ it might here 
be applicable, is defined to be a com- 
bination or consideration of two or more 
corporations when effected with either 
of the laws hereinafter set forth. It is 
stated by you that the American Service 
Bureau is operating under a declaration 
of trust and not a corporation, and we, 
therefore, believe that Article 7797 would 
not apply for that reason, unless it could 
be said that the fact that all of the 
companies, members of the American 
| Life Convention, patronized the Ameri- 
can Service Bureau and to that extent 
they were brought under the same man- 
| agement and control, but we believe 
your statement precludes this idea and, 
itherefore, hold that Article 7797 would 
jnot apply. 

Section 1 of Article 7798, which said 
article defines and denounces a conspir- 
acy, would not apply to insurance be- 
cause neither aids to commerce nor 
insurance are there mentioned, and Sec- 
tion 2 of that article could only apply 
|in case the companies, members of the 
American Life Convention, had agreed 
among themselves to boycott or threaten 
to refuse to patronize any other service 
bureau than the American Service Bu- 
reau 


No Violation Is Found 


You are, therefore, advised that we 
are of the opinion that, under the state- 
lment of fact first above given, there 
would be no violation of the antitrust 
laws of Texas for the American Life 
Convention to finance the American 
{Service Bureau by loaning it money, nor 
would the fact that the officers of the 
American Life Convention own the 
American Service Bureau, and the same 
is patronized by the companies, mem- 
bers of the American Life Convention. 
not to the exclusion, however, of other 
companies by agreement among. the 
members, constitute a violation of the 
jantitrust laws of Texas. 


Nature of Personal Service 


It was suggested by you in the per- 
sonal conversation with the writer that 
the work done by an inspection bureau 
such as the American Service Bureau 
would perform, would be in the nature 
of a personal service. While I am in- 
clined to the view that this service would 
|be construed by the Texas courts to be 
an aid to commerce, yet I realize the 
|foree of your suggestion. While I am 
|not here holding that service of this 
character would be in the nature of 
purely personal, yet I realize that it is 
|best to leave that question open for the 
present, inasmuch as my own experience 
in handling matters of this sort is that 
it is usually done by lawyers and the 
service performed is very similar to that 
of attorneys in representing their clients 
in other matters. 

You will realize, I am sure, the diffi- 
culty of passing on a question of this 
kind without some definite complaint 
having been made pointing out the man- 
ner in which, if any, the antitrust laws 
have been or would likely be violated, or 
competition lessened or trade restrained 
by reason of the operation of the con- 
leern, This department has had no such 
j}complaint and necessarily must pass on 
the question in light of the statements 
|}made by you 


The assistant attorney general at the 
close of his opinion holds that medical 
bureaus conducted by life insurance 


(CONTINUED ON PAGE 12) 
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TAKES POSITIVE STAND USES SIMPLE PROGRAM 


CUTS OUT EXPENSIVE JAUNTS 
President R. W. Stevens of Illinois Life 
Will Not Have Any More Expensive 
Agency Jaunts 





The Illinois Life will discontinue the 
practice of taking the members of its 
$100,000 Club on long pleasure trips. 
Announcement of the 1924 annual meet- 
ing of the club, which is to be held at 
the home office in Chicago during the 
last week of August, was made last 
week, together with a statement from 
President R. W. Stevens, in which he 
gives the reasons for the change in 
practice. 

Mr. Stevens stated that the only rea- 
son for an agency gathering are: to el- 
evate the standards of the representa- 
tives; to develop their productive pow- 
ers and increase their earnings; and to 
bring them into as close personal rela- 
tion with the home office as it is possi- 
ble and practical to maintain. Mr. Ste- 
vens does not believe that the large ex- 
tended pleasure trips taken by a large 
group of agents can further any of these 
objectives. He believes that the busi- 
ness sessions of all agents together at 
the home or general agency office are 
much more advantageous to the com- 
pany and the agents. This has been 
found true with the home state organi- 
zation of agents of the company, which 
has met at the home office in Chicago 
each year for a strictly business session. 


More Conservatism Is Needed 


President Stevens feels that the time 
has come for companies to be more con- 
servative in agency trip expense. At 
the last meeting of the Life Agency Of- 
ficers Association the point was brought 
Superintendent Stoddard of 
New York has raised the question with 
some of the companies doing business 
in that state as to whether these annual 
agency conventions are not being car- 
ried too far and whether the attendance 
expense was not becoming too great. 
In recent years companies seem to have 
been going to the extremes in offering 
inducements to agents in the way of 
long and expensive trips. President 
Stevens frankly says that so far as the 
Illinois Life is concerned, intends to 
eliminate hereafter unnecessary outlay 
of this kind so that it will be free from 
criticism on part of state insurance de- 
partments. 


WINNIPEG COMPANY ON ROCKS 


Northwestern Life Assurance to Liqui- 
date—Impairment of $246,000 
Disclosed 


WINNIPEG, MAN... Mar. 25.—At 
the annual meeting of the Northwestern 
Life Assurance on Thursday, a startling 
aad unlooked for state of affairs was 
disclosed, when facts were revealed 
showing the company to be in a very 
serious condition. It was reported that 
all its paid-up capital, about $196,000, in 
addition to a further amount of $50,000, 
had gone, making an impairment of 
$246,000. A petition to have the affairs 
of the company wound up was finally 
decided on. The company has about 
$7,000,000 of policies, and plans are being 
set on foot to have these reinsured in 
other companies, if possible. 

The meeting was a long and stormy 
one, and lasted for eight hours. About 
240 shareholders were present. Both 
the superintendents of insurance for 
Manitoba and Saskatchewan, the latter 
representing Alberta also, were present. 
The company first started business in 
1914, and has therefore been in exist- 
ence for 10 years. Its business onera- 
tions extended over the three Provinces 
of Manitoba, Saskatchewan and Alberta, 
its head office being located in Winnipeg. 


|CERF TELLS OF HIS METHODS 


| tifically 
‘needs of your prospect by 


| out the door. 


Philadelphia Address Explains Details 


of Field Work of Big 
Producer 


L. A. Cerf, Jr., recently made manager 
of the up-town office of the Mutual Ben- 
efit in New York City, and who has 
written personally $2,500,000 of life in- 
surance in the past two years, addressed 
the Philadelphia sales congress last week 
on what he calls “The Little Program.” 
He said that program insurance is scien- 
adapting life insurance to the 
either oral 
or written presentation. He said that 
his plan was not meant for the writing 
of insurance on millionaires, but rather 
for the average man earning from $5,000 
to $15,000 a year. He said that writing 
the big man is another proposition, and 
that any agent is foolish to try to do 
so until he is an expert on taxes, both 
inheritance and income. 

Believes in Simple Program 


In drawing up a program, Mr. Ceri 
does not believe in a voluminous one. 
One containing a great mass of material 
is sure to bring the request “If you 
leave that with me, I'll take it home 
and study it”. When he gets home he 
will say to himself: “Some day I'll buy 
this.” 

But said Mr. Cerf, “We are not in 
the book-writing business. I never 
leave the program with him. I don't 
want to leave a program for some other 
agent to write. 

Mr. Cerf’s procedure is to have first 
a preliminary interview to get the facts 
about his prospect. He goes a great 
deal to old policyholder for whom a 
program has not been drawn up. He 
finds out his date of birth, number ot 
children, etc. The important question 
then comes. “How much money do 
you make a year, and what do you 
save.” Here is where many agents go 
They haven’t the cour- 
age to ask this question. It can be 
gone about with more or less diplomacy, 
by asking “How much are you paying 
now for insurance?’ Then, if the an 
swer is $500 a year, “That is about 10 
percent of your income?” 

“Oh, no,” may be the reply. “That 
is only about 5 percent.” “Then | 
know,” says Mr. Ceri, “that this is about 
a $10,000 man.” 

Preliminary Work Needed 


The object of the preliminary inter- 
view is not to sell insurance. If the 
prospect objects to giving the facts the 
agent can say, “If you were ill and 
called on your physician, and just as 
you opened the door, he said, without 
knowing the symptoms, ‘Go get a pack- 
age of quinine pills,” you would not 
have much faith in his ability as a doc- 
tor. If I merely prescribe more insur- 
ance for you, without knowing whether 
or not you need more insurance, I 
would not be a good life insurance man. 

In drawing up the program Mr. Cerf 
puts on the first sheet the facts upon 
which the program is based; on the 
second, his suggestions as to the insur- 
ance to be provided. This is general, 
such as $5,000 lump sum insurance, in- 
come to your wife for so many years, 
an educational policy, etc. On the third 
sheet he gives all the figures, and 
amounts, and explains how the recom- 
mendations on the second page are to 
be provided. If he is bound to leave 
something with the prospect, he leaves 
only the second sheet. 

Mr. Cerf believes in the program idea 
because it gives him a method of pro- 
cedure which applies to everybody. A 
program can be outlined, and if the 
prospect can not buy it all now, he can 
at least know toward what he is work- 
ing and buy part of it now. 
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GET WEALTH OF SALES 
MATERIAL AT CONGRESS 


Philadelphians Enjoy Full Pro- 
gram of Headliners in 
All-Day Session 





MANY FORCEFUL SPEECHES 


Lovelace, Huebner, Loder, Gilman and 
Others Were on Last 
Week’s Program 


PHILADELPHIA, PA., Mar. 25.— 
(Addressing the Philadelphia sales con- 
gress, in session last Friday, Griffin M. 
New York 
University life insurance training school, 
spoke on, “Human Interest in Life In- 
He said “Remember that in 
talking to big business men, you are 
There are 


Lovelace, director of the 


surance.” 


talking to human beings. 
certain interests which make a universal 
appeal. The 
papers know what these things are. 

“All men live two lives, the life of 
business and the life of sentiment. The 
object of the life of business is to sup- 
port the life of sentiment. What are 
the motives that make a man work and 
huild up an estate? They are wife, chil- 
dren, home, success and leadership. Re- 
member that this corporation executive 
is just a human being after all with re- 
spect to these things. If we can keep 
our selling in these lanes we will meet 
with success. 


movies, novelists, news- 


Gives Answers to Objections 


“If a prospect says ‘I don’t believe 
in life insurance’, say to him: ‘You 
believe in three square meals and com- 
iortable clothes, don’t you?’ 

“If he says ‘Please don’t talk life in- 
surance to me’ you reply ‘You have a 
home, the place where your family is, 
where you eat and live. If anything 
happens to you, you wouldn't want to 
have your children lose this would you? 
Life insurance is merely that which pre- 
vents the breaking up of your home.’” 

Mr. Lovelace presented this approach: 
The agent enters the office and lays a 
policy down on the desk. “That looks 
just like one of those old fashioned life 
insurance policies, doesn’t it?” 

“Yes, isn’t it?” is the usual reply. 

“No, it isn’t,” says the agent. “It is 
one of the most modern contracts that 
can be obtained. If you will give me a 
jew minutes I'll show you the dif 
ierence.” 





Cites “Attention-Getters” 


“Another use of human curiosity is 
made by an agent in Kansas city,” said 
Mr. Lovelace, “who has his business 
card on a strip about a quarter of an 
inch wide. What man can overcome 
the curiosity to see the man presenting 
such a card? 

“Everybody likes to handle things 
lo get a man’s attention hand him 
something. If it is something really in 
teresting you can get the interview. 

“Everybody likes to fight. Appeal to 
the fight that is in a prospect. For in- 
stance, ‘I know Mr. Doe, that $565 is a 
lot of money. It would make my bank 


balance look small to draw on it to 
that extent As I understand it you 
re a man who started this business 


without any backing. You have made 
success in spite of obstacles that would 
have licked an ordinary man. All 
through your life vou have got what 
ou wanted by fighting for it. Here is 
ne of those things that you want.” 
Another approach suggested was 
“Did you ever see an old plumber?” 
“Why, no, come to think of it I never 


“Of course vou haven't. Those fel- 
ws all retire at age 55 and move up on 


LIFE 


\ GROUP TOTAL IS HUGE 





NOTABLE GAINS ARE SHOWN 


Seven Leading Companies Writing 
That Class Had $2,396,758,418 in 
Force at End of 1923 


NEW YORK, Mar. 25.—It is not al- 
ways tremendous totals which are most 
cheering, although the huge sum of 
$2,396,758,418 demands a little recogni- 
tion. This is the amount of group life 
insurance in force at the end of 1923 
for the seven leading companies. There 
are many other companies writing this 
form of coverage, but the business on 
their books will not materially change 
this total. 

Group life insurance is more and 
more gaining favor with the buying 
public. There was a time when this in- 
surance was purchased only by the man 
who wanted to keep just a step ahead 
of the other man and so bought this 
protection for those whom he employed. 
This period may be pointed to as the 
time when this insurance was in its in- 
fancy. Insurance in force in 1912 was 
$13,172,198 and at the end of 1913, $31,- 
202,014. The amount in force at the end 
ot 1922 was $1,852,593,553 and that at 
the end of 1923 stated above. It clearly 
shows that the business has passed into 
another epoch when the employer is 
trying to keep abreast of the other fel- 
low rather than ahead of him. 

Big Increase in Year 


According to reports just issued there 
are upward of 8,350 group life contracts 
in torce. “This is an increase over that 
in force in January, 1923, of 21 percent 
One of the notable features of last 
year’s business is the showing made by 
the Metropolitan. That company wrote 
$252.855,470 in 1923 as against $81,330,- 
760 in 1922. The Metropolitan, the lat- 
est of the seven leading companies to 
take on group, led the field in amount 
of insurance written last year. This is 
accounted for by the closing of the 
Southern Pacific case, which involved 
approximately $100,000,000 and was 
placed in force near the end of Decem- 
ber 

The Travelers, the largest writer of 
this form of insurance, still leads the 
held with 2,435 cases in force for $619,- 
335,258. Last year that company placed 
513 policies, the Aetna Life being second 
with 362 and the Metropolitan third 
with 311 cases. 

A notable feature of this coverage is 
the exceptionally low lapse ratio, the 
Travelers and Aetna reporting a lapse 
of only 3 percent while that of the Con- 
necticut General is only 2 percent. The 
figures of the Metropolitan and Equi- 
table are not to be taken in this case, 
as they consider their business on the 
one vear renewable term only and con- 
sequently do not record cancelled con- 
tracts as lapsed but rather as expired. 





the drive to spend their declining years, 


because they have provided for their 
old age You can easily do the same 
thing through life insurance 
‘ 
Other Sales Talks 
“Selling by exposure” was the topic 


of Charles Gilman of Boston, who be 
heves that about all one need do to 
have plenty of prospects is to make ones 
self known as an insurance man. He 
said that he had insured 85 men in one 
gymnasium club of which he was a 
member and he had not broached the 
subject of insurance himself to any one 
of them. “If a man suggests the topic 
of msurance to you first, it shows that 
vou have sold vourself to him He 
said that prohibition had greatly helped 
the sale of life insurance 

Mrs. Laura B. Patrick with the New 
York Life in Philadelphia said that the 
woman in life insurance has the same 
troubles and problems of a man,—plus 
She recited a number of interesting ex 
periences in soliciting. One of these 

(CONTINUED ON PAGE 28) 
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EDITION 
CONFLICTS WITH LAW 
STODDARD POINTS OUT FACTS 


Companies Can Not Promise to Pay for 
Office Expense as a Reward 
for Volume 


Insurance Superintendent Stoddard of 
New York has sent out a statement to 
life companies regarding allowances for 
ofhce and other agency expense as a re- 
ward tor volume of business and the 
conflict with the New York law 

He Savs 

My attention has been called recently 
to the fact that a number of life insur- 
ance companies authorized to do busi- 
ness in this state have adopted a prac 
tice under which allowances for office 
and other agency expenses are made 
contingent upon the production of speci- 
fied amounts of new business In my 
opinion, the reimbursement of an agent 
for office rent, clerical hire, and other 
similar expenses, where such reimburse- 
ment is contingent upon the production 
of a specified volume of new business 
must be considered to be in the nature 
of a reward or compensation based upon 


the volume of new business Accord- 
ingly such expense allowances § are 
prohibited by the provisions of Subdi- 


vision 4, Section $7, New York insurance 
law 


Weuld Cause Rebating 


Agency such as 


ferred to 


expenses those re- 
above, must necessarily be in 
curred by an agent Accordingly, if any 
agent should not be reimbursed on ac- 
count of his failure to produce the 
requisite amount of new business, his 
compensation would be reduced by the 
amount of such expenses It would 
therefore be to the advantage of the 
agent to put forward unusual efforts to 
reach the required amount of new busi- 
ness production In fact, in many cases 
it would doubtless be to his financial ad- 
rebate when the required 
business cannot be pro- 
means It is precisely 


vantage to 
amount of new 
duced by other 
such a situation that certain provisions 
were enacted to prohibit 

It should be borne in mind that the 
reimbursement for office and other 
agency expenses is of an entirely differ 
ent nature from the reimbursement for 
expenses to an agency convention In 
the former case, it is to the decided 
financial interest of an agent to produce 
the specified amount of new 
In the case of agency conventions an 
agent is neither better nor worse off 
financially by reason of his qualifying to 
attend such a convention In other 
words, if he does not qualify to attend 
the convention, the expenses will not be 
incurred In the case of office rent 
clerical hire. and other similar expenses 
they will be incurred regardless of 
whether or not the allotment is reached 


. 


of section $7 


business 


Asks for Information 
Each authorized life insurance com- 
pany is, therefore, requested to send a 


letter in duplicate to this office, stating 
(a) whether or not it has any arrange- 
ments for the payment of office or other 
agency expenses which are made con- 
tingent upon the production of specified 
amounts of new business; (b) the num- 


tber of cases in which such arrangements 


have been made: and (c) the steps which 
the company will take immediately to 
modify such arrangements, so as to con 
form with the requirements of section 
97, New York insurance law 
A company may, of course 
pay office and other agency 
based on percentages of new 


igre io 
expenses 
premiums 
just as first year commissions are based 
on percentages of new premiums In 
any case, the excess of such allowances 
for expenses over the amount vouched 
for by bona fide receipted bills from the 
persons to whom payments for office ex 
penses are made must be included in the 
first year expenses which are limited by 
%7, New York 





the provisions of sectik 
nsurance law 


E. G. Brazier with Public 


E. G. Brazier, well known in the lite 
insurance field in Chicago, who recently 
was interested in organizing the United 
Life & Trust of Chicago, has become 
assistant general manager of the Pu 
lic Life of Chicago 


| stitutions 


+ 


OPPORTUNITY IS SEEN 
FOR BEQUEST APPEAL 


Paul F. Clark of Boston Points 
Out Method to Use in 
Getting Interest 


SEES GOLDEN CHANCES 
That Life Men 


Should Not Overlook Prospects 


Declares Insurance 


Where Endowment is Used 


The belief in the opportunity tor lite 


insurance men in bequest imsurance 


aul F 
agent at Boston for the John Hancock, 


which is he'd by Clark, general 


who addressed the Philadelphia sales 
congress on that subject, is based on a 
number of actual instances of success 
Mr. Clark told how he and his associ 
ates had sold $250 endowment policies 
to each member of a recent graduating 
class at Massachusetts Institute of Tech 
nology, in favor of the Institute 

He said that when the subject was 
first taken up with the officers of the 
class, the latter wanted to do the solicit 
ing of the members separately. Mr 
Clark replied that the only way is to 
use a littlhe mob psychology and cons« 
quently it was agreed that the 500 mem 
bers of the class should be assembled 
for a canvas as a group. So successful 
were the addresses that 487 members 
of the class walked up on the platform 
and signed the application. So fortunate 
were the agents, that al! of those who 
signed passed the physical examination 


Deposit Salvage Was Used 


The average premium for the group 
was $9.40. One of the clever methods 
used in handling this sale which is a 
valuable suggestion to others wishing 
to try a similar coup, was the way in 
which the first premium was collected 


In a technical school, every man has 
to make a deposit for laboratory ex 
penses and breakages At the end otf 
the term, the unused portion of this is 


returned to him Mr. Clark arranged 
with the institute authorities in advance 
that the students signing up for the en 
dowment insurance could sign an order 
on the treasurer for the amount of the 
first premium to be charged against their 
laboratory deposits The idea worked 
beautifully Each signed an order for 
$10. The difference between this amount 
and the actual premium was put into 
a fund, which with the dividends at the 
end of the first vear, was used to main 
tain in force policies which might have 
lapsed rhe president of the Institute 
was of course delighted, and said that 
he believed that life insurance had solved 
the biggest problem of educational in 
the college endowment. 

In obtaining permission to go ahead 
on a money raising campaign, the 
thing to emphasize is the service ren 
dered One of the biggest problems of 
the trustees of institutions is to get 
willing workers to solicit funds They 
have not the time to give to it them 
selves This makes a strong app al 
he collection of renewals is important 
Some ot the 


which they can be met are as 


objection and the answers 
with 
tollows 

Objection It wil! not look well tor 
us to be benefiting lite insurance men In 
msmg our money 

Answer We can 
for you at a smaller percentage of the 
money paid in, than you would have to 
pay a professional campaigner 

Objection It will curtail the annual 
contributions of the regular supporters 
of our institution 


Reply We will not 


raise this money 


solicit such a 











New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, lowa 











MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 


service. Our agents interview interested pros- 
pects People who have written the Head 
Office for information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President ‘ 
A few agency openings for the right men 











HERE 
[ ginaw © 


MICHIGAN 


—that is, if you merit the big oppor- 
tunity of this position. Saginaw has 
enormous for it is a 
manufacturing city of first rank im- 


possibilities, 


portance. To land this agency, you 
must be a good personal producer of 
large earning capacity, high social 
position and financial responsibility— 
for we are one of the leading old 
line life urance companies in the 
countr with policies in force of 
over $125,000.00 
lf u can qualify, we will help you 
iT ny ng a 1 cl wv business and 
in your general development; help 
vou with p es having new selling 
feature 1 settlement provisions, 
nd wit of the lowest percent- 
azes of rejections in the U §& 
e fice 
“ ‘ 
ent 
Wr , , 4 s H-64, 
care The National Underwriter. 
e ! tra 
P esmen whose 
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THE NATIONAI 


man for merely this fund, but wi!l appeal 
to him on the thought that through life 
insurance he can perpetuate his present 
annual contribution, 
All the ex- 


Objection: cannot 


amination. 


pass 


Reply: We will try to get a pledge 
in black and white for cash where we 
cannot write the insurance. Many will 
give in cash who cannot get the insur- 
ance, because friends are giving through 
insurance. 

General Use of Bequest Insurance 


In explaining the general uses of be- 


quest insurance Mr. Clark said: 

The means of securing endowment 
funds by public or educational institu- 
tions and social organizations has long 
been a great problem Many institu- 
tions, unfortunate in having made no 
|} such provision, have, as their « xpenses 





increased, found it necessary either to 


curtail their activities or close their 
doors entirely. 
Harder to Raise Funds 

The enactment of the inheritance tax 
laws has made it increasingly harder to 
raise endowment funds through the be- 
quests of those interested in such insti- 
tutions Some of the larger organiza- 
tions admit that, since the passage of 
such laws, they have noted a decided 
decrease in bequests of this character 
The same funds which might otherwise 
materialize as bequests, must now flow 
into the federal and state treasuries 
since these must first receive in cash. 
and promptly, funds for payment of the 
taxes 

It is also true that men and women 
are now unwilling, on account of these 
laws, to make bequests with the possi- 
bility of involving their estates in re- 
sultant complications Since life insur- 
ance offers advantages because of these 
same laws, it is now being used very 
extensively to replace funds that would 
otherwise be lost to deserving institu- 


| tions 


|} Income 


Moreover, life insurance as well as 


definitely assuring the institution of such 
a fund, provides a much easier method 
of creation By the payment of a small 


sum, annually, semiannually or quar- 
terly, for a stipulated number of years 
or during the lifetime of the donor, a 
separate fund is built up entirely apart 
from the donor's estate and does not 
affect it in any way While a bequest 
through a will is invariably withheld 
for a year or more, during which time 
the institution is deprived of the use 
of the income themselves, life insurance 


immediately 
endowment 


becomes payable in cash 
at death or at the end of an 


period 


Can Deduct the Premiums 


paid on life insurance poli 
deductions from 


beneficiary is a 


Premiums 
allowable 
when the 


es are gross 


char- 





table corporation, exempt from tax, pro- 
vided the total sum of charitable gifts 
does not exceed 15 percent of the tax 
payer's annual income 

Many bequests have failed of their 
purpose or been greatly reduced because 
mn estate did not materialize as antici 
ited Life insurance on the other 
hand, guarantees sufficient funds to carry 
out the wishes of a testator Many per 


ons charitably inclined often indefinitely 


put off making bequests because of i 
itural aversion to drawing or altering 
t will These may be made from life 
' r é witl it interfering with a 
in any way nd would even hold 
f donor were intestate at death 
‘ of wi providing large 
tal bequ is mmon, but life 
! ira net 1} zg 4 litigation of 
} kind ay may a ra will r id 
rh for il itended beq t perhay 
for porary reas dt r 
s t thr i f insura 
“ ild 1 ! ‘ ible wit it 
n ed f the benef 1 Many 
epending pon bequest 
el ad ted 
t l t ! t i 
‘ t of t 
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Produce 
Results 


One inch, One Column wide one tiine $5.00 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Exch. 


Phone Webash 2704 


CHICAGO 





UNDERWRITER 


The life 
solutely, 


insurance policy, payable ab- 
has collateral value 
jthrough the ever-increasing cash sur- 
render value. Where an insured has 
been unable to continue a policy for the 
benefit of a particular donee, the insti- 
;}tution might have the advantage of this 
cash surrender value 

Many persons leave nothing to 
ity in which they have long been 
ested because of their hesitation in 
ing an insignificant sum. On the 
hand, they would gladly 
contribution annually and 
well worth while at death or at 
end of an endowment period For 
bequest of $1,000 might be 
way, and since it can be 
payment of from $25 to 

within the means of 


/ 
' 

| also, 
| 


char- 
inter- 
leav- 
other 
make a small 
thus leave a 
sum 
the 
example: \ 
provided in this 
created by the 
$100 annually, it is 


almost any one Many institutions aré 
today receiving bequests in this way 
from benefactors who otherwise would 
have left them nothing 

Many bequests entail burdensome ob- 
ligations upon the recipient and the re- 
strictions make such bequests almost 
valueless. <A life insurance policy could 
carry no such restrictions and is a clear 
clean, cash asset, free from any such 
encumbrance 

Can Utilize the Agents 


One of the difficulties in securing be- 
quests of any kind has always been find- 
necessary 


time 


who possess the 
for soliciting and the 
Agency organizations 


ing those 
qualifications 


in which to do it. 


of insurance companies, on the other 
hand, often themselves actively inter- 
ested in the charity in question, can be 
utilized in the promotion of the fund 
without any expense to the institution, 
greatly relieving busy directors or trus- 
tees of such institutions from the oner- 
ous duty of raising funds, The company 
writing such insurance is even willing to 
plan the program, in fact, to take over 
all of the work necessary to such a cam- 
paign, 

The policies may be purchased on 
either one of two bases First, on the 
life plan; that is, maturing at the death 
of the donor; second, on the endowment 
basis, with some definite date of matur- 
ity. On the latter the funds will cer- 
tainly become the property of the donee 
at the end of a fixed number of years 
while on either the policy becomes pay- 


able at the death of the donor 


The insurance endowment fund should 
in no way be confused with the regular 
contributions made annually by those 


interested in a given charity, the insur- 
ance plan being proposed for the per- 
petuation of the financial assistance of 
those who are now, during their life- 
time, making the work of the particular 
organization possible, which help would 
normally terminate with their death, In 
this way a great endowment fund could 
be created which would live long after 
the present benefactors, and greatly 
augment the annual expense fund of 


contributions 
endowment 

appeal to many 
contributors, 
inclined to give 
who Ww 
memorial fund for a 
their death, or at the 
period 


future 
The 


alse 


will 
now 


idea 

not 
there are 
annually for 
ould like to 
specific pur- 
end of an 


insurance 
who are 
annual since 
many not 
regular expenses 
leave a 
pose at 


ndowment 
Three Types of Insurance 
tutions 


funds life 
three principal of 


There are various types of inst 


to which endowment through 
appeal—the 


which are the following 


l The college ot private school 
(which includ university, college pre 
pat I school aden finishing 

chool ‘ ocution training 
prac t hools, ete.) 

There have been nut ro rms of 
nsurat u | in the creation of class 

id ment ind t n endowment 
fur but ifter having cor derable ex 
perien with both grou we have 
‘ rked « t ver defini plan which 

{ $s near | fe nas can be 
obtained 
} 4 nd stitu 
t (wl } id ure! ! rd 

a ’ j zat ) 

i ‘ ! ! - n ! ‘ i ! 1 
tie T i it ‘ ! i tre ! 1 
lif tf t ‘ l not « y 

t ot ype ! plan I 
‘ i gar ! (whi ir 

de t ! ! f 

I i I as) 

Different Method Necessary 

Again a different method of handl 
t t e of cu i ! t! ! fer 

of t i It ‘ I n il 
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organizations 
political units, 
very difficult 


experience that 
edly maintained by 
as city or state, are 
tutions for which to solicit insurance. 
On the other hand, an institution main- 
tained by private donation or by joint 
contribution of government and privat: 
enterprise is of the easiest types for 
which to obtain bequest insurance 


suppos- 
such 


insti- 


one 


I feel that life insurance for institu- 
tional endowments is only in its infancy; 
that it offers one of the greatest oppor- 
tunities for business that we have, and 


process by which only the large 
his production, but 
and ac 


is nota 
producer can increase 
attractive 


equally essible 
all field men. 
More than 


for bequests of 


one 


sale of insurance 
kinds again ex- 


this, the 

various 
ifles the unselfish purposes for 
which life insurance is taken and thus 
further contributes to the favorablk 
opinion which our and the men 


in it. are ever increasingly receiving. 


business, 


“Why | Belong to the 


Life Underwriters” 


HE Cleveland Life Underwriters’ 

Association has awarded a $10 gold 
piece to A. Ray Staudt, district agent of 
the Royal Union Lite, for the best paper 
on “Why | Belong to the Underwriters 
\ssociation?” 

Each of the next five best papers drew 
an order on the association for any book 
published by the National Association. 
The lucky ones were: William L. Mc 
Pheeters, Union Central; George ( 
Richardson, National Lite, Vt.; Truman 
Currell, Provident Mutual; Hugo Cho 
dowski, Canada Life, and George Tur- 
rill, Metropolitan, 

The winning paper, submitted by Mr. 
Staudt, is printed in THe NAtionat Un- 
DERWRITER with the thought that it may 
contain suggestions useful to member 
ship committees in other local associa 
tions: 

Because—The advantages accruing to 
the member are greatly in excess of the 
membership fee, hence it is a good in 
vestment 

Because—Every life man who attends 
meetings absorbs new ideas concerning 
his profession unobtainable elsewhere. 

Because—The best speakers on in 
surance problems and insurance sales- 
manship are secured to speak 

Because—The friendships begun and 
cemented at these meetings are pleasant, 
agreeable and valuable 

Because—Members are provided with 
copies of the principal addresses at each 
meeting and are thereby enabled to file 
some important information. 

Because— Experience is the best 
teacher, whether it is your own or some 
profit by both. 

Because—Life insurance is the great 
est business in the world, and any or 
ganization whose purpose is to advance 
the usefulness of life insurance is a 
organization and deserves the 
support ot every man it 


one else's, 


good 


whole-hearted 


the business. 

Because—Life insurance is a_ protes 
sion and the members of every profes 
sion should be banded together in an 


working for the advance 


association 


ment of that profession, and this asso 


just that 


Haight Opens Omaha Branch 


Frank J. 
vith head 


consulting actuar) 


Indianapolis, an 


Haight, 


othice§ at 


nounces that he has opened a_ brancl 
thee in On it because of the increas 
ing business of his ofthce in the west 
His brother, Arthur Haight, for several 
cars actuary of the lowa insurance de 








ent vill be in charge ot the 
Oy ha branch office which will be 1 
ted on the hth floor of the Omaha 
| , 1 Ruildi Association build 
Tl 1 h this office it will be pos 
le to ive prompt service to western 
chent He ucce f the Des Moine : 
t ottice Fra ] Hlaight say 
has been a strong tactor leading to the 
vent < 1 oy ha branch No t 
tempt wall = lye ! ck to duplicate the 
Fi Lipprnie ind tacit. of the Indiar 
ol office but all that equipment will 
lye il t il ‘ estern cl 
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EARLY EXPANSION 


ROWING WITH THE GREAT SOUTHWEST” was an early slogan of the Kansas Crty LIF! 
NSURAN( ‘OMPANY. Fron e beginning, it has tollowed the pioneer into this vast rich territory, 
INSURANCE COMPANY. | 1 the beginning, it | toll | the pion to tl ht tory 
gradually developing strong Agency Organizations that have added tens of thousands of Loyal Policy 
olders, whose beneficiaries are daily receiving the benefits from its matured contracts. 
holder h l f lail © the | ts i t l t 





WITH STEADFAST LOYALTY to the true aims of Life Insurance, it has developed into a virile institution. 
wenty-Five branch offices, each with many representatives, carry the company’s service, not only to its policy 
holders but to all who need protection in the vast territory covered by the central and western half of America 


GREAT OPPORTUNITY [IS OFFERED tor future expansion in line with the established policy, not only tor 
the men who have helped to build the company, but for new men with like vision who n join the ranks of the 
company's workers, 


PFO CARE FOR THIS GROWING BUSINESS, the Home Office facilities must accordingly expand. The New 


Home Ofhee Building is but the natural expression of the Company's growth t has been planned to take care ot 
its future growth which has been so positively forecast im its past achievements 


KANSAS CITY LIFE INSURANCE COMPANY 


J. B. REYNOLDS, President 
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WRITING MONTHLY INCOME 
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Some Selling Suggestions Are Given to 
Agents on the Best Approach and Argu- 


ments to Be Used for Such Insurance 


By J. ELLIOTT HALL 
Hall & McNamara, General Agents Penn Mutual Life, New York City. 


HEN I refer to monthly income | this proposition to take care of his wife 
W insurance I mean any method of | and his children. I claim my responsi- 
paying the proceeds on an in-| bility to the insured and to his wife and 
stallment basis. This is the only syste- | his children only commences when _ he 
matic plan of saving ever evolved that | pays me my commission. It doesn’t 
will enable a man, by contract, to carry end there. 

out after his death the things that he | In other words, the chances are 97 
hopes to carry out if he lives. What] to 3 that the money that you and I put 
does he want to do if he lives? Provide | into our life insurance policy, unless it 
food, clothing and shelter for his loved | js put on the monthly income basis, is 
ones, and give his children an education. absolutely thrown into the gutter. That 
Unless you are absolutely sold on | isn’t saying anything against the dear 
this, you cannot successfully sell} ladies. How many of us men know 
monthly income insurance. I abso- | anything about investments? My wife 
lutely believe that it is my duty to sell has been too busy taking care of the 
it. I believe that a man has no right | children to think about. investments. 
to marry, unless he is able to provide | How many of you here, if you had $10,- 
for his wife in life or in death. In other | 000 to invest tomorrow morning, would 
words, if more marfiage notices read take it home tonight and say, “Here 

| 

| 

) 


that the groom's gift to the bride was | dear, is $10,000. Take it downtown and 
a monthly income policy that will take | invest it where you and I will have an 
care of her for life, instead of a dia- | income for life, and where the principal 
mond brooch or a pearl necklace or a/ will be intact.” Those of you who 
»layer piano, which he bought on the | would, raise your hands. . 
basis of a dollar down and the rest | 
when they could lay their hands on him, 
there would be fewer widows and or- 
phans in this country striving to take 
care of themselves. 
Only Sure Plan to lo with 3 

Safeguard the Family = —e 

Now if you won't let her do that when 

It is our duty to see that the money | you are here, to counsel with her, to 
is going to be safe-guarded that we take | advise with her, why will you die and 
from this insured, which he puts into! leave your insurance estate in one sum 


How to Meet Argument 
That the Wife Is Opposed 


Let us say you have a lot of faith and 
confidence in her; I can imagine that 
you would wonder what she was going 


The Story of The Inter-Southern Life 
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when you are not here to counsel and 
direct her and advise her? Why will 
you do it? I cannot understand it. 

Now then, a man says, “The reason 
I won't do it is because my wife does 
not believe in it.” Well, listen. I think 
as much of my good wife as you do of 
yours, and you think as much of yours 
as I do of mine. I have made this state- 
ment before and some of you have prob- 
ably seen it in print because I am not 
going to tell you a thing that you haven't 
all of you read about before. I will say 
the same thing because I have a one- 
track mind. I don’t know anything else 
but this. If my wife said to me to- 
morrow, or today, or yesterday, “It 
you put your life insurance on the 
monthly income plan that is a reflection 
on my ability to invest it; it is a reflec- 
tion on my judgment. If you do that 
I will divorce you,” there would be a 
divorce. And she would come back 
very soon, 


Wants to Have Direction 
of Life Insurance Funds 


Now the reason I want to emphasize 
that is this: Everything else I own in 
this world, (if I live long enough to 
own anything else outside my life insur- 
ance,) everything else I possess, 1 am 
going to give to my good wife outright 
and let her have an opportunity to play 
with it and prove to her satisfaction 
whether her judgment is good or not, 
but my life insurance for which I am 
perhaps denying myself some of the 
pleasures and luxuries and necessities of 
this life, so that she and the children 


| shall be taken care of, that is something 


I am going to say how it shall be paid 
so that nothing ever happens so that 
she and the children will not be pro- 
vided for, and I am not going to ask 
her whether I shall do it or not. 


Should Arrange for Family 

In Case of Long Journey 

Each of you just picture yourselves 
as employed by John Jones today, on a 
salary, and John Jones wants you to go 





| when the train pulls out. 
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abroad for six months to study some 
particular phase of your business. He 
calls you into the office and he tells you 
that you are to take this trip for six 
months. What is the first thing you 
would think of? What is going to hap- 
pen to the wife and family while you 
are away. All of you here who would 
take that trip without making an ar- 
rangement to have part of your salary 
check sent to your wife, raise your 
hands. Every one of you here are going 
on a journey. You have already been 
ordered on that journey. It is only a 
question as to when the boat sails, or 
You are going 
to “that undiscovered country from 
whose bourne no traveler ever returns.” 
Now why, if you would go away for six 
months and make an arrangement to 
have a check sent in every month, why, 

(CONTINUED ON PAGE 29) 


COMPLETE PROTECTION 


holders. 


this deposit. 





INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


$25,911,170, or forty-two per cent gain in insurance in force. 


Under the laws of the State of Kentucky, the Inter-Southern Life Insurance Company is 
compelled to keep on deposit with the Treasurer of this, or some other State, its full legal 
reserve. It has consistently at all times kept that deposit intact, and now has on deposit 
with the Departments of the States where it is engaged in business, including its policy- 
loans, over $9,000,000, the full amount of the legal reserve required to protect its policy- 


In other words, the Inter-Southern Life maintains on deposit the entire amount of secur- 
ities necessary to mature each and every outstanding policy. As new insurance is written, 
a new deposit is made, sufficient to cover every outstanding risk. Therefore, it is utterly 
impossible for any policyholder to lose. The amount due a policyholder is always on de- 
posit. The Company, of course, has enormous assets and additional funds over and above 


Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE 


JAMES R. DUFFIN, President 


Eighteenth Year 


KENTUCKY 
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VISION! 


Vision is the ability to see ahead. It is a big factor in the 
growth of all successful institutions 


ASSETS $23 MILLIONS 
INSURANCE IN FORCE $165 MILLIONS 
ALL ACCUMULATED IN FIFTEEN YEARS 


If you have the vision necessary to appreciate what a liberal 
general agency contract in a selected territory with a company 
that is making such tremendous strides will mean to you within 
the next ten or fifteen years, you will at once ascertain the 
reasons why our general agencies are such big successes 


INTERNATIONAL LIFE 


St. Louis, Missouri 


MASSEY WILSON JACOB L. BABLER W. F. GRANTGES 
President Vice Pres. and Gen. Mar. ot Secretary 


A\genc ics 


~ 














THE NATIONAL 


MICHIGAN MUTUAL'S BUILDING 


After 30 
years of own 
ership and oc- 
cupancy of 


one ot the 
most interest- 
ing of all the 
old buildings 


of Detroit, the 
Michigan Mu- 
tual Life an- 
nounces its re- 
moval from its 
old home of 
massive stone 
walls and hid- 
den vaults, 
built on the 
site of Fort 
Pontchartrain 
which figured 
so prominent- 
ly in the early 


history of De- 
troit. 

The old building was used by the 
United States government for federal 


court and postoffice purposes in its early 
days and the vaults were used as depos- 
itories of government funds. Now the 
company is to make new history in its 
own new and much larger building lo- 


cated at the east end of Grand Circus 
Park, one of Detroit's most beautiful 
sections, surrounded by leading hotels 
and important buildings From this 


park which is practically “downtown,” 
about 10 streets radiate. 
Auditorium Is Provided 


The picture ot the building gives 
very little hint of the arrangement and | 
rich decorative effects of the interior. 
Che building is unlike the usual office 


spacious and 
the basement 


building. Its lobbies are 


ts ceilings are high. In 


are not only the modern machinery and | 


supply departments, but there is 





| 
the coming year will be very large, ac 
| 
| 


| These 


j} tering a 


UNDERWRITER 


| HOLD THREE ZONE MEETINGS 


Seabees 
Agents of Northwestern Mutual in All 
Sections Predict Big Production 
This Year 


Production in the various parts of the 
nation-wide territory of the Northwest- 


ern Mutual Life ot Milwaukee during 


| cording to the enthusiastic opinions ex- 
the com- | 


pressed by general agents of 
who met at their three big zone 
the present 
which are 
zones into which the 
the Northwestern are 
| divided, are held for the purpose of fos- 
“big-family” spirit among the 


pany, 


|} meetings during month 
mectings, 
the three 


general agents ot 


events ot 


| 
| 

| various representatives of the company, 
| according to George Copeland, superin- 


tendent of agencies. Officials of the 


| home office are regular visitors at these 


| zone meetings, and are given an oppor- 


auditorium with stage and check rooms 
and a comfortable seating capacity of 
200 

On the first floor are the mortgage, 
cashier's and Detroit general agency de- 
partment. On the second floor, which 
is reached by a broad marble stairway, 
are the officers’ individual lib- 
rary, medical department and reception 
hall. On the third floor the actuarial 
and accountants’ departments utilize the 
great room which is lighted from four 
rhe ceiling of this room is nearly 
high. 


rooms, 


sides 
30 feet 
The company’s records, which run 
into many hundreds ot thousands, are 
protected by nearly a dozen spacious 
vaults, some of them as roomy as small 
cottages. All in all everyone connected 
with the company, from its president to 
its lowliest policyholder, is well entitled 
to be proud of the new home. A formal 


o> 


an | opening will occur Mar. 27. 
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EXCELLENT REPORT IS MADE 
Texas Department Gives the American 
Life Reinsurance a Clean Bill of 
Health After Examination 


The Texas department has made its 


report of an examination ot the Amer- 
ican Life Reinsurance of Dallas It 
states that for five consecutive years 
there has been no past due interest on 
mortgage loans. The rates earned on 
the mean amount of ledger assets for 
| the last two years were 7.2 and 7.17 re- 
spectively. The American Life Rein- 


annual | 


| tunity to cooperate more closely with 
their mine. The three meetings this 
month were attended by M. J. Cleary, | 


vice-president of the company; J. P. 
Davies, educational director, and M. H. 
QO. Williams, assistant superintendent of 
agencies. Mr. Copeland, whose presence 
has always been a feature of the gather- 
ings, Was this year unable to attend. 
much to his regret and to the regret of 
the general agents. The schedule of the 
conventions was as tollows: Group 1, 
\tlantic, City, Mar. 12-14; Group 2, 
French Lick, Mar. 18-20; Group 3, Colo- 
rado Springs, Mar. 24-26. The attend- 
ance in all cases was large as well as 
enthusiastic. 


Merger Details About Completed 


The Continental Life of St. Louis, 
which recently purchased the controll- 
ing interest of the First National Life 
of Pierre, S. D., is now completing the 
details of the merger. The home office 
at Pierre will be closed in due season. 





surance writes both reinsurance and di- 
rect business. Prior to the last day 
covered by the report of the examiner 
there had been but one unpaid claim 
on its direct business. The report says: 
“The affairs of the company are in ex- 
cellent condition. The funds are safely 
and profitably invested. The surplus 
in excess of all liabilities and capital 
stock is large. The new insurance is 
steadily increasing. The company is 
ably managed by insurance men of ex- 
perience and recognized ability who 
have unselfishly chosen to build a strong 
institution along sane and practical lines.” 


Farmers National Progress 
The Farmers National Life ot Chi- 
cago has passed the $30,000,000 mark of 
insurance in force. The company made 
a substantia! increase in February. 
A. ©. Hughes, who has been agency 
manager for some years, was recently 


| elected vice-president, and wil! fill that 


office in addition to attending to the 
agency work of the company. Mr. 
Hughes has made a number of impor 
tant agency connections in Michigan 
and Ohio during the past few months 
The Farmers National is cultivating ter- 
ritory in which it has not formerly op- 
erated. The company is expanding along 
substantial lines. 
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OF NEBRASKA 


Home Office: 


Assets’ - ° 


Lincoln, Nebraska 


$23,200,000.00 











BANKERS LIFE INSURANCE COMPANY 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 


TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


Total Cash Paid to Mr. Kuehn $2,104.30 and 


Twenty Years Insurance for Nothing. 


Bankers I © 39 ance ( Hastings, Nebr., Decemb« r a 1923. 
Lincoln, Nebr 
Gentleme Twenty vears ago todav vou issued me policy No. 14029, age forty-one 
on which |] par a] $80.20 amounting in all to $1,604.00 As I chose to take the 
full cash value your Mr. Frank Kohl, General Agent of this city has handed me vour 
check f S? 104.30 SS500.30 ore than paid in twenty years of the best protec 
ti be C i ble a t ce ou granted me a loan several vear ago, when you 
p not wg ‘ the } | 
I ay ‘ ‘ my indebtedness $2,000.00, save the interest and es 
ad ’ "4 arted ‘ ‘ policy in vour wood company, said 
} ( 192 
En TT a . Residence... .. 
Kind and eral treatmet! curing the past twent . 
' we aie prin aerate ain ie be Amount of Policy....... 
ATR EE FE SE PN TY TF Total Premiums Paid. 
webr- ven . ° SETTLEMENT 
WILLIAM P. KUEH) 
f iy } f our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Street 
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THEY SOON WILL BE OFF THE PRESS 


HAVE YOU ORDERED YOUR COPIES OF THE 


TWO GREAT FACT BOOKS? 


THE UNIQUE MANUAL DIGEST 


and 


THE LITTLE GEM LIFE CHART 
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1924 DIVIDENDS AND NET COSTS 
TWENTY YEAR ILLUSTRATION 
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The’ Digest Answers Them 


272 
NEW ENGLAND 






Have you a book that will give enon veaues.—tee ame Ew ten Stee eo? Conn” 
you dividends on more than american 3% Peers OS ied CT Sion te 
Ordinary Life, 20 Payment Life and CHANGE OF PLAN.—Hiahy ane 28hua! pay . .. 
20 Year Endowment Policies? gtr a , gt snmuat” 9s % of 

policy will provide ua Pat ARTicip,. . 

Have you ever wanted to know thy Renews “at @ateg SS 


ag having existed for 
Vfetume and continued ¢ 
ne Permrow ane 


the financial condition of some 
company, or some pertinent facts 
about it? 
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a policy on which you desire the 
rate or that you uish to know 
something about? 


With the increased returns that 
companies are now making to 
policyholders, you will need the 
Digest as it covers the dividend 
and net cost phase thoroughly. 
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| story or 2S 
It is the showing of the obscure — masa 
points about policies—the kind of San 
information that cannot be found ‘o 
“ 






elsewhere 
so valuable. 


that makes the Digest 


With this complete lay-out of 
rate-book information, can you af- 
ford NOT to have the Digest at 
your elbow? 
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ca Nevertheless, it costs 
you no more. 
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Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 


PR eccedsscaevesa .Legal Reserve 
Assets..... id site ebtihnneeius .$16,666,178.00 
a a ....-$1,427,367.00 
Insurance in Force............. $173,309, 166.00 


The COMPANY has $109.37 of assets for each $100 
of liabilities 

Rate of Interest Earned, 1923. 

Mortality... 

Liberal direct agency contracts available in Pennsylvania, Virginia, 
Southern Indiana, Southern Illinois, Southern Ohio, and Kentucky 
to men of ability and record of successful results in personal pro- 
duction and organization. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Insurance Record, 1923 


New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 
of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 














An Increased Opportunity 


Our Agents Have 
A Wider Field— 








Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 
Standard and Substandard Risk Contracts, i. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 


e. less work for nothing. 


ATIONAL 











UNDERWRITER 
GIVES SALES METHODS 


WOMAN AGENT EXPLAINS FLAN 


Tells How She Wrote Two Applications 
a Week, in Speech at Philadelphia 
Congress 


one successiul 
Miss Emma H. 
outlined by 


rhe 
woman life 
Ditzler of 


methods used by 
underwriter, 
New York, were 


her in a speech before the Philadelphia 
sales congress last week. Miss Ditzler 
said in part: 

“At the beginning of last year I de- 


termined I would write a hundred appli- 
cations during the year, but from expe- 
rience that | had had in various little 
contests in the oftice I had found that I 
worked much better where | had a 
quota to get in a short time rather than 
where it extended over a long period. 
So I set my quota of business for the 
week—tyvo applications for each week. 
Next I set my quota of time. Of course 
I had a week, but how many hours 
would I work each day, and how many 
days? When I worked in an office, 
Saturday was never declared a holiday, 
so why should it be now? I decided to 
work six days a week and six hours a 
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and would 


_aeny age was in conference, 
not be able to see me for a half hour, 
I went into the office next door, ap- 


proached the telephone operator, and 
wrote her for $1,000. A few weeks later 
when | stepped in the office to see her, 
one of the members of the firm came 
out. My little operator introduced me 
to him as her insurance lady. 1 wrote 
him for $5,000 7 

“In summarizing, 
cations a week by: 


I wrote two appli- 
Budgeting my busi- 


ness; budgeting my time; using endless 
chain and cold canvass combination, and 
serving needs.” 


Endowment Plan Was 
Suggested by Bishop 
Early in War Period 


N connection with the plan worked 

out by Congress to solve the bonus 
question for men who participated in the 
late war, it is interesting to know that 
L. Brackett Bishop of Cnicago, manager 
of the Massachusetts Mutual Life, wrote 
to the government suggesting a 20-year 
endowment policy when war was de- 
clared. Mr. Bishop urged that every en- 
listed man be presented with a 20-year 
endowment policy of about $2,500. He 
also favored ‘the government plan of in- 


| surance but in addition thought that the 


| large 


day. This meant that I would have 36 | 
hours in which to write two applica- 
tions. My next thought was how could 
I obtain the greatest number of inter- 
views with the best prospects in 36 
hours 


Used Endless Chain Method 


prospects largely by 
Whether I sold my 
prospect or not, I always tried to get 
names of his friends or acquaintances 
and got many long lists of names in this 
way. Sometimes my prospect would 
not be able to think of any one at the 
moment. In this case a suggestion from 
me would help him, such as, “You have 
quite a large office force here, Mr. Smith. 


“I selected my 
the endless chain. 


I wonder if you would be kind enough 


have some of their names?” 
have a dentist, haven’t you, 
Mr. Brown? I should like very much 
to see him if you will give me his 
name.” One little nurse that I insured 
in one of the hospitals here in the city 
recently sent me a list of 12 members 
of her graduating class. Another young 
woman, who is head of a department in 
one of the large downtown office build- 
ings gave me a list of 31 girls and has 
given me the privilege of interviewing 
them. The rules of ths particular com- 
pany are very rigid, and no one is per- 
mitted to see the girls at any other 
time. A year ago last summer I in- 
sured a man in a large institution and 
after I had secured his application, I 
said, Mr. Black, you have a large num- 
ber of young people here, haven’t you? 
I should like to talk to them about my 
little thrift plan. I wonder if you will 
give me a few names?” He said, “I 
certainly will.” Well, I wrote every one 
whose name he gave me and from them 
I got other names. Up to the present 
date I have written 85 from that one 
lead. 


to let me 
or, “You 


Cold Canvass Also Used 


to vou how I 
endless chain—ot course I 
depend entirely upon this 
method. I had to make a certain num- 
ber of cold canvass calls. These calls 
I divided into two classes,—first, names 
from lists, and second, names from 
doors. 

“In planning my work for each day, 
I would first select my best prospects 
in a certain section, with the idea of 
filling in my time making cold canvass 
calls, for they would not only help me 
to build up my future clientelle, but 
would also keep me alert, for as Mr. 
tragge used to tell us, “Don’t sit and 
wait to see a prospect—go out and 
make some cold canvass calls in the 
meantime and you'll be more alert when 
you return, for while you wait, your 
pep oozes out.” 

“One day when I 


“IT have pointed out 
used the 


could not 


told that my 


was 


| attitude of 


500 endowment policy should be 
se each man outright. If this had 
been done, hundreds of thousands of 
dollars would have been saved and the 
amount of time consumed in the 
controversy would have been eliminated. 

Mr. Bishop has never feared that the 
war insurance or endowment plan would 
result in the government getting into 
the insurance business any further. He 
felt that this was a war measure. Mr. 
Bishop’s plan was to allow the enlisted 
men the $2,500 endowment policy in lieu 
of all bonuses or future compensation. 


Finds No Basis for Any 


Talk of Depression 


er J. CROWLEY, vice-president 
of the Missouri State Life in charge 
of the accident and health department, 
who is just completing a swing of the 
east, finds business good, with no basis 
for depression talk. 

“You hear a lot of talk about a busi- 
ness depression on account of its being 
a presidential year,” he said. “I found 
no signs of any business depression. I 
believe that business is just as good as 
it has ever been, if not better. No bet- 
ter indication of this could be had than 
from the greatly increased volume of 
accident-health and life business that 
we, and the other companies, are writ- 
ing. 

“All the agents I talked to are Kenge 
greatly increased business. If the vol- 
ume is smaller, it is due to the mental 
the agent. The man who 
tells himself that conditions are poor, 
will find them so. But the agent who 
gets out and works will find that con- 
ditions are better today than they have 
been for some time.” 


Great West Agents Meet 


Western Canada, Minnesota and Da- 
kota members of the Great-West ‘wal 


| 000 club are meeting in Victoria, B. C., 

for their annual conference this ae 
A. A. Doerner, president of the North 
Dakota club, and J. M. Cathcart, for- 
merly of North Dakota, who now has 
charge of northern Minnesota for the 
Great West Life, led delegations from 
their states. 


| hold its 


Will Hold Business Conference 
The of New York will 


and business 


Equitable Life 
65th anniversary 
conference at the head office Aug. 18-20. 
It i estimated there will be about 1,000 
Eqv table representatives in attendance 
The prescribed qualification is $250,000 
paid for insurance, with a minimum of 


| 30 lives insured and $9,000 in first vear 


date i: 


premiims. The end of the qualificati on 
June 30. 
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The Controlling Power of Language 
Fifth Paper 


There are a few life underwriters who are so highly trained 
that they may justly claim that they are professional men. But 
agents in general will not be recognized as professional men un- 
til they stop calling themselves salesmen. A lawyer does not 
talk about selling his opinions; a doctor does not describe himself 
as a salesman, and the architect. does not ask people to pur- 
chase his wares—he gives professional advice, and renders pro- 
fessional services to his clients. 

Thus it should be with the life underwriter. His province 
is to ofter expert advice, and to exercise professional skill in 
serving his clients as long as they need his counsel. He does not 
sell something to a customer and then go away. Like the law- 
yer, or family physician, his relations with each client must be 
of a permanent character. He supplies a client’s present needs, 
and stands ready to provide for his future needs. 

The needs of a young man may be few, or his resources may 
be limited, but as he grows older new needs will develop, or 
larger resources may enable him to supply needs that were at 
first beyond his reach. And changed conditions may make it 
necessary to modify or readjust the policies he holds. At such 
times he will require the services of an expert adviser. 

This being so, the life underwriter should employ _pro- 
fessional language, and do his work in a professional way; and 
should say nothing that will give the impression that he is a 
drummer or a clerk. The converse of the old proverb, ‘‘Give a 
dog a bad name and hang him,’ is this: Give a deserving man a 
good name and it will add to his dignity and efficiency. 

It should be the ambition of every life underwriter to practice 
his calling as a profession, and to be recognized as a professional 
man. And nothing will aid him more in bringing this about 
than to stop calling himself a salesman, and to stop offering in- 
surance as a shopkeeper might offer ordinary merchandise. He 
must at all times describe his work in the familiar language ordi- 
narily employed to describe the activities of those who are 
engaged in the so-called learned professions. 

THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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| This is one of a series of messages appearing cach week. ( 
Watch for the one to appear next week. ¢ 


( Service Ideals— d, 
( Sound and Correct ) 


9) 

( The fact that the Grizzard System 
) today occupies an important place in d 
( the business of life insurance is proof 
) that the service ideals upon which it 

\ is founded are sound and correct. 





( There are many people today to 
U whom old line life insurance is‘avail- q 
(j able because of the Grizzard System 1) 
( and its monthly budget payment plan. (} 

¢ 


Ask for a free copy of Radio C 
» Address on “Life Insur- l 
( ance,’’ by James A. Grizzard 





Pronounced Griz-ard’ 


{ SYVS7T7M ! 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF H 





CHICAGO, Incorporated OHIO, Incorporated 
() Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave.. CLEVELAND é 
GRIZZARD SYSTEM OF 16 E. Broad St.,. COLUMBUS ) 
J MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
lst Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


09) ¢ 
f GRIZZARD SYSTEM OF AMERICA, Incorporated } 
( Executive Offices, Illinois Merchants Bank Bidg. Q 


il CHICAGO ) 
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ANTITRUST LAW IS 
IN NO WAY VIOLATED 


(CONTINUED FROM PAGE 2) 


companies would not be in violation of 
the anti-trust law. 


Further Comment Is Made 


In a subsequent letter to Mr. Seay, 
Mr. Kemp says: 

You call my attention to an error of 
fact in my letter to you in that I have 
Stated that the American Service Bu- 
reau is operating under a declaration of 
trust, when in truth and in fact the 
American Service Bureau is a corpora- 
tion organized under the state of I)lli- 
nois the American Life Convention, 
however, being a voluntary association 

You request that I rewrite the part of 
the letter wherein I discussed the ap- 
plication of the monopoly law to the 
facts stated by you, but on account of 
our system of filing it will not be prac- 
ticable for me to rewrite that particular 
portion of the opinion and I am, there- 
fore, writing this letter which recalls 
the second paragraph of the opinion and 
is meant to reform that part of same so 
as to apply to the facts as stated by 


Point Is Elucidated 


I stated in the second paragray} of 
my letter to you of date, Feb. 25, that 
it occurred to me that the fact that the 
American Life Convention, a voluntary 
association, having organized the Amer- 
ican Service Bureau, and having financed 
it, the American Service Bureau agree- 
ing to donate all profits to the American 
| Life Convention, might be construed as 
the American Life Convention organiz- 
ing an inspection bureau to perform a 
part of its functions and it might seem 
that I meant to convey the meaning that 
since the monopoly law of Texas de- 
nounced the control of one corporation 
by another that the life company mem- 
bers might control the American Life 
Convention and they in turn control the 
American Service Bureau and the in- 
direct control of the American Service 
Bureau by the companies would not 
come within the monopoly law The 
American Service Bureau being a cor- 
poration, if it in any manner is brought 


under the same management or control 
of the company members of the Amer 

can Life Convention, then the same 
would be denounced by Article 7797, if 
it were brought under the control for 


the purpose of producing or where such 
control tends to create a trust as de- 
fined in the first article of Chapter 
Title 130 


Trust Is Not Created 


TI discussed at length in my letter to 
you of Feb. 23 the possibility of trust 
being created by the operation of the 
American Service Bureau as outlined by 
vou and came to the conclusion, and still 
am of that conclusion, that it would not 
in any manner produce or tend to create 
a trust as defined in Article 7796, thus, 
even though the American Service Bu- 
reau might be a corporation and might 
indirectly come under the management 
and control of the company members of 
the American Life Convention who are 
|corporations, it appears that no trust 
would thereby be created and, therefore, 
| Article 7796 would not be violated 

I also discussed at length whether or 
not the operation of the American Serv- 
ice Bureau prevented or lessened com- 
petition or whether the effect of the 
operation tended to affect or lessen com- 
petition and came to the conclusion, and 
am still of that opinion, that the opera- 
tion did not prevent or lessen competi- 
ition and am, therefore, of the opinion 
ithat under the facts stated by you in 
}you original letter that the monopoly 
jlaws of Texas would not be violated. 


Can’t Last on Assessment Basis 

Testifying before the special investi- 
| gating committee of the Iowa senate 
jwhich is probing insurance affairs, 
|Emory H. English, former insurance 
| commissioner of that state, declared that 
no fraternal issuing policies on an as- 
sessment basis could live long Mr. 
English said that he had refused to 
approve a change of the by-laws of the 
Yeoman which provided for a flat sal- 
ary of $4,500 a year to directors when 
he was commissioner. It was later ap- 
proved by a successor. 
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New Home Office Building 
720 N. Michigan Ave. 
Chicago 


Agency Openings in 
Illinois 
Minnesota 
Kansas 
Iowa 
South Dakota 
Texas 
Missouri 
Nebraska 
Michigan 


The Central Life Insurance Company of Illinois 


—In the Matter of 
Agency Cooperation 


Much can be said about agency coopera- 
tion and the wonderful opportunities for 
new men to affiliate themselves with The 
Central Life of Illinois. We might go on 
at some length in describing our size, our 
age, our resources and other factors but 
after all, it’s the agent who has been in the 
field for several years who can say most 
about our company. We'll leave it to him 
to answer and he has already answered in 
many instances. 


Central Life agents are satisfied. They 
are not drifters. They stay in the Central 
Life family because they receive the kind 
of help they need. They are men who have 
made good and their connection with The 
Central Life is a source of constant grati- 
fication to the home office personnel. 


There is opportunity, now, for men who 
want permanency with a company of un- 
derstanding. 


720 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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Retaliation With a Vengeance 


Some companies feel that a few of the 
insurance departments are carrying the re- 
The roar- 
de- 


taliatory principle a long ways. 
ing lion Missouri, the 
fender of the went to all 
lengths in endeavoring to keep out of his 
state the Massachusetts companies of 
every kind because in Massachusetts there 


out in great 


reciprocals, 


was no law governing reciprocals and the 
ruled, therefore, 
of the Kan- 


insurance department 


that it could not license one 


sas City reciprocals which was evidently 
a pet of the superintendent. Therefore 
Mr. Hype of Missouri tried to rule all 


the Massachusetts companies out of Mis- 
souri because the Massachusetts insurance 


commissioner was conscientiously endea- 


voring to follow the law in his state. 
Here was a fire reciprocal that desired 
to get into Massachusetts. The life com- 
for example, 
probably this 
and perhaps did not know what the term 
referred to 


panies in Massachusetts, 


never heard of reciprocal 


“reciprocal” meant when it 


as there are none 
such in life Life 
were in no way concerned with the squab- 
Yet the Mis- 


door on 


an imsurance tmstitution 


insurance companies 
ble over the fire reciprocal. 
souri official attempted to shut the 


life and casualty companies in Massachu- 


setts that were in no way involved in the 
fire controversy and which had been hon- 
orably conducting Missouri 
for a number of years. 

Every once in a while a company ap- 
plies for admission to a state 
officers are told by the insurance commis- | 
sioner that he will not license the com- 
pany because the insurance department in 
domiciled refuses 
from the state to 
being made. The 


business in 


which the company is 
to license a company 
which application is 


company applying for admission is able | 


its financial 
would be 


to comply with all the laws, 
statement is unquestioned, it 
welcomed by the agents, yet the insurance 
commissioner turns it down because the 
state from which it comes will not license 
a weak concern which, perhaps, barely 
able to pass muster and whose financial 
situation 

There are queer quirks in this retalia- 
tory principle. It that if a 
company is able to comply with the laws, 
in good condition and hon- 


is dubious. 


would seem 
is financially 
estly managed, there should be no question 
about its being admitted. It is time to 
call a halt on this retaliatory battle door 
and shuttle cock proposition. 


Service After the Sale 


Washington, D. C 


MAppEN, ; 
department of 


James | 
Insurance 


CoMMERCE, in his 


manager of the 
the U. S. CHAMBER of 
talk before the NATIONAL ASSOCIATION OF 


\cENTS, sounded a slogan that 


cultivated. They are not 
They are not visited. 
Insurance, he held, has a wonderful serv- 
ice for its policyholders. The 
acquaint the policyholders 
The should be 


indemnity. 


they are not 
hunted out. 


agents should 


with this service. service 
sold as the Policyholders do 
not understand how to take advantage of 
that various lines of insurance 
offer unless they are told about it. There- 
Mr. Mappen insists that agents keep 


in touch 


the service 


fore. 
with their policyholders between 


renewal times and see what can be done 


for them. 


Silent Man of Action 


hould be carried to every man selling in- 
surance It this ‘Service after Sales.” 
Mr. Mappen d red that the impres- 
sion r g er d in many quarters 
that insurance men do not care for their 
cust rs ast hould after they have 
sold t r ( They do not go 

ar to ccllect the r 
new ‘ tor ré t alone 

i a Tal 

i } ( rangcr 
2 t e great 

( le hed tf 

I 1M written | 

J ‘ XZ 

cant ears. dur 

t in at 

t al tra 

‘ tt¢ d ] at 

‘ r ‘ ‘ It eve 

utdoes the record of our famous 


Was noted ior 


1 
sricence 


Mr. Hunter is a Scotchman and he 


cceeded Dr. OroNuyYATEKHA, a pure- 


ded Indian, who founded the order. 


record of 23 years’ silence at conven- 
tie 1 an insurance organization, even 
y ted | Scotch caution and 

eld by Indian tradition, is worth not- 

‘ not emulating. Could not this 


lent man of action be induced to emi 


vrate to the United States? Standing 
on the platform by the side of a statue 
of his illustrious predecessor, he would 
be an influence of incalculable good 


and the | 


insurance | 


J. R. Paisley, president of the Stand- 


ard Life of St. Louis, is on an extended 


business trip through Alabama, Florida 
land other southeastern states. Upon 
his return to St. Louis about two weeks 
hence he will determine whether his 
company shall open offices in several 
leading southern cities, especially in 
Florida and Alabama. 


Charles H. Langmuir, assistant super- 
| intendent of agencies of the New York 
Life, who has been seriously ill for a 
number of weeks, has recovered suffi- 
ciently to leave the hospital and is now 
jat his home at Englewood, N. J. Mr. 
| Langmuir has had a very serious time 
| of it, 
| Mortimer N. Buckner, chairman of 
the board of the New York Trust Com- 
pany, succeeds the late Granger A. Hol- 
lister as a member of the board of direc- 
tors of the New York Life. He is not 
related to the Buckners of the New 
| York Life. He graduated from Yale in 
1895. In 1904 he was made treasurer 
of the New York Trust Company, vice- 
| president in 1907, president in 1916 and 
chairman of the beard in 1921. He is a 
| director in many business institutions. 
“Associate Medical Director Angier B. 
| Hobbs has been appointed medical di- 
|recter of the New York Life. He grad- 
uated from Princeton University in 1884 
and the College of Physicians & Sur- 
geons in 1889. He was in private prac- 
tice for 10 years, becoming medical ex- 
|aminer in New York City for the New 
York Life May 12, 1902. He was made 
a member of the 
1903, promoted to assistant medical 
director in May 1917, in charge of the 
southern department and was in April 
1922, made associate medical director. 
The New York Life now has five med- 
ical directors. Dr. O. H. Rogers being 
the chief medical director. 


J. Ewing Cowgill of the Davenport, 
|Ia., agency of the Penn Mutual Life 
writes the following warning verses, 
founded on personal experience: 
all in a row, 
special to you. 


“Four little devils, 
|Each with a message, 
with a plaintive whine, 
him till half past nine.’ 


“First one 
‘Don't try 


says, 
to see 


you a hunch— 
to lunch.” 


Says, ‘I'll give 
eleven—he's gone 


|“Next one 
‘It's after 


“The third little devil then whispers to 
you, 

‘He'll not be back till half past two.’ 

Fourth one says, ‘Don't make him sore, 

Don’t try to see him after four.’ 

“Then all of them together—''Tis some- 
thing new! 

He knows your business; let him come 
to you.’” 

. E. G. Bryant, statistician of the 
Penn Mutual Life, is a wizard at fig- 
ures. He delights to figure out arith- 
metical sidelights on history. For in- 


stance, a booklet recently issued by the 


company states that the King of Eng- 
land gave William Penn what is now 
Pennsylvania, 243 years ago, in satis- 


faction of an obligation of £16,000 sterl- 


ing. Had he invested his £16,000 at 
6 percent interest, Mr. Bryant says, his 
principal and accumulated interest 


would now have reached the trifling ag- 
vregate 7,000,000,000! If only he 
had invested his money! 


or so 


and (). F 
Life 
made 


The Looker Brothers, R. ( 
general agents of the International 
at Detroit since Oct. 1, 1923, have 
an exceptionally fine 
months work. The first 
this they led their 
sisting of the states of 
tucky, South Dakota, 
Minnesota and North 
$175,000 credited to R a 
closely seconded by his brother, 


two months ot 
division, con- 
Michigan, Ken 
Kansas, lowa, 
Dakota, 
Looker, 
with 


year 


medical board Nov. 





record in their five | 


| ments in 
with | 
| persuaded that life 


| the 
| committee of 


also stand 9th and 12th respectively in 
leaders’ list throughout the entire 
country since the first of the year, with 
their agency standing fourth of all the 
companys age ncies. 

The two brothers have long been as- 
sociated with life insurance. R. C. 
Looker was for years the general agent 
of the Michigan Mutual in Detroit, 
while O. F. Looker was associated with 
the same company in an executive ca- 
pacity at the home office. 

Their father was president of the 
Michigan Mutual for more than 40 
years. 


the 


has been appointed 
secretary at the home office of 
Life. Mr. Webb’s father, 
the late J. Webb, was for many 
years associated with President M. E. 
O’Brien of the Detroit Life in life insur- 
ance work in the northern peninsula of 


Cecil Webb 


agency 
the Detroit 


Michigan. The father was identified 
with the Detroit Life soon after Mr. 
O’Brien took charge. Later he was 


made assistant to the president. 

Harvey J. Drake, formerly of Buffalo, 
N. Y., who for some time has been 
counsel to the New York insurance de- 
partment at Albany, has resigned to 
become an associate in the law firm of 
House, Grossman & Vorhaus of New 
York, a prominent firm of attorneys. 

Mr. Drake was appointed counsel to 
the insurance department in January, 
1918, by former Superintendent Jesse S. 
Phillips; was re-appointed by Superin- 
tendent Francis R. Stoddard,, Jr., and 
has served twice as long as any previous 
counsel of the insurance department. 

The past six years have been very 
important ones, both in the transaction 
of insurance business and also in the 
development and administration of the 
insurance law. During this time Mr. 
Drake has given his attention not only 
to the great number of legal questions 
coming before the department, but has 
also prepared practically all department 
legislation and has had the direction and 
responsibility of the passage of those 
bills in the legislature. 

W. A. McAtee, senior manager of the 
southern Missouri agency of the Mis- 
souri State Life, at Springfield, Mo., has 
been elected president of the Spring- 
field Chamber of Commerce. He as- 
sumed his new duties Mar, 18. There 
were three other candidates for the job 
but McAtee breezed under the wire an 
easy winner, landing three-fourths of 
the votes cast. 

E. B. Hamlin, of Olmsted Bros. & 
Co., state agents for Ohio and Indiana 
for the National Life of Vermont, rep- 
resented the Cleveland association at 
mid-year mecting of the executive 
the National Association 
in New York recently, and then, accom 
panied by his wife, made a little pleas- 
ure jaunt over to Bermuda. Mr. Ham- 
lin has for the past three years been 
president of the Ohio Association of 
Life Underwriters 

Peter A. Mortenson, who recently re 
signed as superintendent of schools in 


Chicago, and was for 34 years in edu 
cational work, has connected with the 
Equitable Lite of New York in the 
Alired Ho'zman Agency. 

At the present time, Mr. Mortenson 


is consulting superintendent of the board 
of education and will hold that position 
until June 6 of this year at a salary of 
$6,000. Mr. Mortenson is one of the 
educators of the country who is 
as a man of business ability 
He has made many wise investments 
and is at present, a large stockholder in 
a number of manufacturing establish 
Chicago He contemplated 
bond business but was 
insurance held more 

Buckner, assistant 


lew 
also known 


going into the 


for him by Julian 











witas 
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agency manager ot the Holzman agency. 
Mr. Buckner was formerly a reporter 
1 the Chicago “Daily Journal” and be- 
came acquainted with Mr. Mortenson 
through this connectiot Mr. Morten- 
son will specialize on inheritance tax 
nd insurance trusts 


Jefferson Myers of Portland, Ore., 


who has been a director ot the Oregon 
Life for many vears and is a member 
ot the finance committee, has been ap 
wointed state treasurer of Oregon, suc 


ceeding O. P. Hoff, deceased 


Irving S. Hoffman, who was former! 
ice-president of the Ohio State Life 
ior three years, is now with the Ohio 
National Life as a field organizer and 
is working in southeastern Ohio, north- 
western Virginia and Pennsylvania. He 
was more recently with the Standard 
Lite of Pittsburgh 


John M. Stahl, president of the Farm- 
ers National Life of Chicago, is spend- 
ing a vacation in California with his 
daughter. On the way west Mr. Stahl 
stopped at New Orleans, La., and El 
Paso, Tex. 


Col. Chester F. S. Whitney, associate 
medical director of the Home Life ot 
New York, has received advices trom 
the French consulate in New York that 
he has been awarded the Vermeil medal 
of honor by the French government and 
that a formal citation signed by Presi- 
dent Millerand and Minister of War 
Maginot has also been received. Col. 
Whitney was chief surgeon of the am- 
bulance service of the United States 
Medical Corps and was attached to the 
French army Aug. 12, 1917. He is en- 
titled to wear this medal, awarded for 
“honorable and courageous conduct,” 
with the tri-colored ribbon in his button- 
hole. This decoration will soon be con- 
ferred on Col. Whitney at public exer- 
cises at New York University, of which 
he is a graduate. 











LIFE AGENCY CHANGES | 














OPENS INDIANAPOLIS OFFICE 





Royal Union Life Has Appointed E. 
Allen Griffith Manager for Indiana 
and Western Kentucky 





The Royal Union Life of Des Moines 
has been licensed in Indiana. President 
‘lucker advises that the company is 
opening an office in the Nationai City 
Bank building, Indianapolis, with E. 
\llen Griffith as manager of Indiana 


and western Kentucky. Mr. Griffith . 


was one of the newer field managers of 
the old Royal Union Mutual, having 


tehmd him a creditable recora *: organ- | 


ization work for other co:epames. This 
new territory vrder the direct.on of Mr. 
Griffith will add materially to the rapid 
growth of the company. 

R. F. Lee, director of the company, 
and former manager of the field depart- 
ment in Montana, has taken charge of 
the Dallas, Tex., office, succeeding Wil- 
lard H. Foster, who has a record behind 
him of producing $5,000,000 of insur- 
ance in 20 months in Texas. Mr. Fos- 
ter will open and have charge of the 


company’s office in Chicago about April | 


1 He is the son of Sidney A. Foster. 
lormer vice president and secretary of 
the old Royal Union Mutual 


ATKINSON SUCCEEDS FATHER 


Former Junior Member of Northwestern 
Mutual Agency Firm at Brooklyn 
Now Sole General Agent 


Appointment of William F. Atkinson 
is general agent at Brooklwn, N. Y., for 
the Northwestern Mutual Lite, to suc 
ceed the partnership which was term 
nated by the death of his tather, lames 
| Atkinson, has been announced by 
(score Copeland, supermtendent ol 
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Why 


WRITE ACCIDENT? 


Because 


The accident line 


supplies an effective approach for a life insurance solicitation. 


Provides 


a ready-made list of Life prospects—full information is in the 
Accident application. 


Widens 


the agents contracts, exposing him to more sales. 


Develops 


and maintains Life clients; Accident Insurance is income 
insurance and guarantees that there will be money to meet 
Life premiums, whatever befalls. 


Furnishes 


a regular and substantial income, with persistent renewals, 
which pay the full first year commissions. 


There’s a Mrssourt State Life Accident Policy to 
fit every risk 


Agents whose companies do not write Accident Insurance 

can sell the Missouri State Life Accident Line under a lib- 
Bed ° 7 . ? ~ 

eral contract direct with the Company on the same basis as 


) . , 
our reguiar agents. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: SAINT LOUIS 
LIFE ACCIDENT | HEALTH GROUP 




















16 THE 


STATE MANAGERS WANTED 


_ Kansas, Oklahoma, Arkansas, Mississippi 
SPLENDID OPPORTUNITY 


For experienced ‘men, with clean records, capable 
of building up high ‘class organizations. Liberal 
contracts with 


FAST GROWING COMPANY 


Write or wire H-90, care National Underwriter 
| Chicago, Illinois 











Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
WINTHROP M. CRANE, Jr., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 


Its policy contracts give to each individual insurer full protection, safe-guarding, 
at the same time, the interest of all policyholders. 


JOHN BARKER, Vice-President FREDERICK H. RHODES, Vice-President 




















Seventh in the U.S. A. 


In 14 years this Company developed an accident and 
health business that placed it in 7th place among all the 
companies of the United States in amount of disability claims 
And it is now making equal progress in the develop- 


paid. 
Life Insurance Department. 


ment of the 


BUSINESS MEN’S ASSURANCE COMPANY 


W.T. GRANT, President KANSAS CITY, MISSOU RI 














Safety, Service and Stability 


ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 


SAFETY—Guaranteed by:careful selection of risks and investments. 
SERVICE—Provided by an efficient and 


STABILITY—Assured]by conservative business policies. 


progressive organization. 





Horne Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department | 








Acacia Mutual Life Association 


4) Formerly the Masonic Mutual Life Association of the District of Columbia 
\ Insurance in Force, over $150,099,090.00 Assets over $10,000,000.00 


iF We issue all Standard Forms of Od Line Lezal Reserve Policies at Net 
Cost to Master Masons Only. 

To Agents who are Master Masons in good standing we offer: 

Liberal First Year Commissions. Continuous Renewal, thus insuring an 

income for life to permanent Acacia Agents. Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
















AGENT WAS RHIMSTER rivals slept or slowly stept, I did not 
! vrite 1 ' y ‘ of his spare my feet 
bu d izir } tlue I use my tongue and head, sometimes 
f fi l I ness I have got my pen, but even then, when all is done 
and id t i r i heap and said, they can’t compete with my 
bu n id the and often when my faithful feet in winning daily bread.” 


agencies of the 


Nz ATION: AL UNDERW RITER 


company. The new 
holder of the general agency contract 
has been active head of the agency for 
some years, his father having attained 
an age of nearly 90 years. 

In spite of his advanced years, the 
elder Atkinson remained active with the 
agency until less than a year ago, and 
took a keen interest in the development 
of the company’s business. He first 
joined the ranks of the Northwestern 
in Chicago in 1882, and three years later 
was appointed general agent at Brook- 


|lyn. During the early years of his activ- 


| eral 


| general agency 


| insurance 


work was largely that of 
a pioneer. By the time of his death the 
insurance in force with the company in 
New York State alone was nearly $400,- 
000,000, or about four times the total 
amount in force with the company in 
1885. 

In 1898 the firm of Jas. 
\tkinson was established and became 
general agents for the Northwestern, 
succeeding to the business formerly car- 


ity there, his 


F. & Wm. F. 


ried on by the father alone. The erst- 
while junior member of the firm, who 
is now sole general agent at Brooklyn, 
has served as president of the Associa- 


tion of Agents, and is now president of 
the General Agents Association of the 
Northwestern. 


RETURNS TO FIELD ACTIVITY 


George L. Hunt, Superintendent of 
Agents of Guardian Life, Goes to 
New England Mutual 


George L. ent has resigned as su- 
perintendent of ts aga of the Guardian 
Life of New York and will return to 
the general agency field. He has asso- 
ciated himself with the Hartford general 
agency of the New England Mutual 
Life, forming a partnership with Lee C. 
Robens under the firm name of Robens 
& Hunt. Mr. Hunt was formerly gen- 
agent for the Phoenix Mutual Life 
in Cleveland. He took high rank in the 
field and his heart has 
been in that work. Mr. Robens is one 
of the progressive general agents in the 
New England field. 


CONTINENTAL APPOINTMENTS 
St. Louis Company Announces Naming 
of General Agents in Texas, Mis- 


souri and Utah 


E. Schuster has 


Arthur been named 
general agent for the Continental Life 
of St. Louis at El Paso, Tex. He is a 


brother of Leo Schuster of the Missouri 
State Life, who is one of the best known 
men in Texas. 

John F, Aven, well known Springfield, 
Mo., banker and financier, has become 
general agent of the International Life 
at Springfield. To accept his new post 
Mr. Aven resigned as president of the 
American Savings Bank, which he 
headed for five years. He had been in 
the banking and kindred business for 
18 years, being very prominent in south- 
western Missouri banking circles. 

a. H. Wood of Salt Lake City, Utah, 
is now sole general agent for the Con- 
tinental in Utah and Idaho. He has his 
headquarters in Salt Lake City. 


Standard Life Appointments 
Allve W 


Alabama state m: 
ard Life of St 


Whitten has been appointed 
imager tor the Stand 
Louts, with offices at 
Birmingham. He formerly was with 
the Kansas City Life and was one of 
the leading personal producers for that 
company. 





Ruskin Cook, formerly district man- 
ager for the Mutual Life at Sikeston, 
Mo., has accepted a general agency 
with the Standard Lit« 

T. von Rolf 


breaker of gen- 
producing records for the 
Mutual Life, has resigned 
Arizona and Nevada, 
health. He began 
company as district 


Thankmar von Rolf, 
eral agency 

Northwestern 
as general agent in 
due to continued ill 
his career with the 
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agent in lowa, in 1894. In 1903 he was 
appomted general agent at West Union, 


la.. and because of his ¢ :traordinary 
success was in 1910 promoted to the 
general agency at Omaha, Neb. How- 


ever, he was torced to resign this posi- 
tion about a year later, because of his 
wite’s health, and moved to California. 


In the fall of 1911 he 
general agent in Arizona 
where he was phenomenally successful, 
until his health gave way. He plans to 
keep in touch with the Northwestern, 
through its Angeles agency, with 
which he has connected himself. 


was appointed 


and Nevada, 


Los 


Security Mutual Appointments 


The Security Mutual of Lincoln has 
created three new general agencies in 
Nebraska in addition to the one estab- 
lished a vear ago at Omaha. L. G. 
Rupert, who was trained in the Lincoln 
office, is in charge of an agency at 
Fremont; H. P. Burmood, with the 
company for the past 15 years, is in 
charge at Grand Island, and Fred Sturm 
at Hastings. Mr. Sturm is a product of 
the Lincoln office. 

The company has also sent two 
trained men into the eastern and south- 
ern part ot the state to maintain district 
offices. Edward Frerichs has _head- 
quarters in Lincoln, but covers the 


counties of Sarpy, Otoe and Cass, while 
H. L. Reed has headquarters at Fair- 
bury, and covers the counties of Saline 


Jefferson, Nuckolls and Fillmore. 





F. A. Berthold 
Weed & Kennedy, 
and most conservative fire insurance 
firms in New York City, have estab- 
lished a life insurance department in 
charge of Frank A. Berthold, formerly 
a star producer for the L. . Cerf 
Agency of the Mutual Benefit. Many 
years ago this firm had a general agency 
appointment for the Metropolitan Life, 
the only one that company had made 
at that time, but the department was 
closed a year later. Mr. Berthold is 
expected to take advantage of the fine 
prestige of his firm with many import- 
ant fire customers. 


one of the oldest 


Smith S. Ballard 


The National Life of Vermont an- 
nounces the retirement of Smith S. Bal- 
lard as general agent in Montpelier af- 
ter 30 years continuous service. He 
will spend his summers in Vermont and 
during that period will do some personal 
production. The office for the time be- 
ing will be in charge of A. B. Shep- 
ard, agency supervisor of the company. 
Mr. Ballard has moved his home to 
Florida, 





Richard N. Holmes 


Life of St. Louis 
has been licensed in the District of Col- 
umbia. It has appointed Richard N. 
Holmes of Washington, D. C., as gen 
eral agent. He has been in the life 
insurance business for the last ten years. 
Since Jan. 1, the company has expanded 
in the east under Inspector of Agencies 
Julius Bohm. New general agencies 
have been established in Newark, Phil- 
adelphia, Pittsburgh, Erie and Washing- 
ton, D. C. 


The International 


Clavton Demarest 


The Atlantic Life has 
ton Demarest, Jr., as general 


appointed Clay- 
agent for 





Maryland with headquarters at Balti- 
more 
Guy A. Collard 

Guy A. Collard, formerly with the 
Equitable Life and Guardian Life of 
New York, has been named state man- 
ager for the Standard Life of St. Louis 
in Kansas 

Lamoreaux & Evans 

Clare A. Lamoreaux, manager of the 

branch office of the Detroit Life at 


Lansing, Mich., has taken a_ partner 
Mr. Evans, who has been secretary and 
treasurer of the Lansing Lumber Com- 
pany. The firm name is Lamoreaux & 
Evans. Mr. Evans has a large acquaint- 








vViim 
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ance in the state. He will devote his 
time to office management while Mr. 
Lamoreaux will do organization work. 
Last year the Lamoreaux agency pro- 
duced new business amounting to 
$1,500,000. 


F. W. Weibe 


of Chicago in northeastern Iowa, with 
headquarters at Washington, Ia. Mr 
Benn was an auditor for four years in 
Washington county, a member of the 
Iowa legislature, and has represented 
| the Travelers for the past ten years. 


F. W. Hamilton 


F. W. Weibe, who has been conduct- | 


ing a general insurance agency at Mo-| 


hall, N. D., has sold his business there 
to Fred F. Page, and will become gen- 
eral agent for the Old Line Life of 
Milwaukee at Mankato, Minn. 





Henry G. Cundell 


Henry G. Cundell, who has been 
agency supervisor in the Gray general 
agency of the Connecticut Mutual in 
New York City, has been appointed 
agency assistant to work among the 
general agencies in the eastern part of 
the country. He is a graduate of 
Cornell, 


Earl F. Colborn 


Following the resignation of John W. 
Lee as general agent of the Connecticut 
Mutual Life at Syracuse, N. Y., Earl 
F, Colborn, general agent at Rochester, 
is appointed to succeed him. Mr. Col- 
horn will operate from both cities. The 
two territories are thus combined. 

Philip O. Davis 

Philip O. Davis, who was formerly 
associated with the Edward A. Woods 
Agency of the Equitable Life of New 
York at Pittsburgh, has been made 
manager of the life department of Patch 
& Co. of Philadelphia. 


H. W. Benn 


H. W. Benn has been appointed dis- 
trict agent of the Farmers Nationa! Life 


Fred W. Hamilton, for several years 
| cashier of the Mutual Life of New York 
at New Orleans and more recently cash- 
ier at Atlanta, has been appointed dis- 
trict manager at Knoxville, Tenn., for 
the Mutual Life under Col. J. D. Torrey, 
manager at Nashville. 


Paul Ruehrmund 


Paul Ruehrmund has become 
ciated with Eugene S. DesPortes in the 
general agency of the Minnesota Mu- 
tual Life at Richmond, Va., the style of 
the agency now being Ruehrmund & 
DesPortes. Mr. Ruehrmund was form- 
erly a clerk in the Virginia bureau of 
insurance. More recently, he has been 
conducting an agency in Richmond 
handling general lines. 


asso- 


Life Agency Notes 


‘ 
} 
i 
} 
| 
| 
Ruskin Cook, who did organization work 
as well as writing for both the New York 
Life and Mutual Life of New York, has 
joined the home office organization of the 
Standard Life of St. Louis 

Milton Herspring of Alameda, Cal., has 
been appointed an agent for the Conti- 
| nental Life of St. Louis He will work 
}out of the Klitgaard Agency of San 
| Francisco, in the bay district He has 
|} had several years of experience selling 
life insurance. 

Miss Elizabeth L. Cowan of Indian- 
|} apolis has become special agent for the 
with the general agency 


| Equitable Life 
Miss Cowan for the 


| of Frank L. Jones 


j}last few years has served as director of 


| the home economics bureau of the 
Fletcher Savings & Trust 
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EASTERN STATES ACTIVITIES 








MORE CAUTIOUS ABOUT RISKS 


Pittsburgh Companies Find Mortality 
Resulting From Use of Illicit 
Liquor Shows Increase 


PITTSBURGH, PA. Mar. 25.— 
Mounting deaths due to acute alcohol- 
ism as a result of drinking the various 
concoctions obtainable in western Penn- 
svlvania, particularly in Pittsburgh and 
the contiguous mill towns, have 
prompted the two life insurance com- 
panies with home offices here to take 
extra precautions in accepting new risks. 
These companies are the Reliance Life 
and the Standard Lite 

Since Jan. 1, there have been 33 
deaths in Allegheny county due to acute 
alcoholism and there is abundant evi- 
dence that large quantities of illicit 
booze are being consumed 


More Pneumonia Deaths 


The companies are watching this 
angle as well as associated matters, such 
as the heavy increase in the number ot 
deaths due to pneumonia in its various 
forms where drink superinduces a weak- 
ened condition. So bad has the latter 

ortality become that the citv health 
cepartment has ordered that all such 
cases in the future are to be quaran- 
tined and the reported to the 
health department, Pi 


l tsburgh being the 
first citv in the United States to take 
1 


Cases 


such step 
ich a as | 


he approval oO! the leadit Vv medical SsO- 
cieties 

There is no denving that the use of 
moonshine and homebrew has had an 
ppreciable effect on the death ratio 
here. Dr. O. M. Eakins, medical direc- 
tor of the Reliance Life, and Dr. Wal 
ter F Donaldson, medical director or 
he Standard Life, bear this out. The 
medical directors find that an applicant 
for insurance who takes a drink nowa- 
davs is not so free with his answers re 
garding his habits as in the past and as 


This has been done with | 


a result their examinations are more 
searching than heretofore. 

A special pamphlet sent out by the 
Reliance Lite to policyholders sets 
forth the attitude of that company. This 
booklet contains a statement by Dr. 
J]. M. Doran, United States government 


intoxicating drink today the chances are 
more frequently in favor of ill effects 
than otherwise, basing his stand on re- 
sults obtained by chemical analyses of 
cities of the 


tained in the leading 


United States. 





Vanderlip Not on Program 


When Frank A. Vanderlip failed to 
appear “as advertised” as headliner on 
the banquet program of the New York 
Life Underwriters sales congress re- 
cently, there was some speculation as to 
the reason for his non-appearance. The 
thought that he might have been re- 
quested not to appear was dismissed on 
the theory that the investigating com- 
mittee at Washington needed his ser- 
| vices His statement in the morning 
papers of Mar. 24 would seem to inti- 








| 

mate that President Foehl of the asso- 
| ciati had thought better of his plans, 

|} and had therefore removed Mr. Vander- 

| lip’s name from the program 

| Insurance Sermon at Rochester 

| Rev. Clinton Wunder, pastor of the 
Baptist Temple at Rochester, N. Y., 
whose church not long ago took out a 


|} $100,000 policy on his lite, a teature 


| which attracted much attention at the 
time, recently preached a special sermon 
for the life insurance men of his city, 
his topic being “Life’s Premiums.” Che 
|} insurance men who are members of the 
te ple 1 ed a special committee to 

invite their business friends to hear th 
! } - 


| talk, and a large number of Rochest« 
insurance men were in attendance. Rev 
| Mr. Wunder claimed a special right to 
| preach on the theme because he “prac- 
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The Right Man Can Find His Life’s 
Opportunity at 


DAYTON, OHIO 


Wright Brothers and the N. C. R. made Dayton famous all over 
the world. The Dayton of today is a well-rounded, fast-growing 
city of over 150,000 population. Great industries have grown 
there, and have been attracted there by the favorable conditions 


of living and working. 


A city of 150,000 population offers the business opportunities of 
the large city, with the satisfactory living conditions of the 


small city. 


Only 26 cities of 100,000 population or more in the United States 
made as great a growth between 1910 and 1920 as did Dayton, 
Ohio. 
with prosperous, progressive business men in the “Gem City.” 


\n ambitious, progressive man will find himself dealing 


A General 
him to develop this opportunity to the utmost. 


REGISTER LIFE INSURANCE COMPANY 


Incorporated 1889 
DAVENPORT, IOWA 


Agency contract with the Register Life will enable 


A purely Mutual, 3%, Legal Reserve Company—with an Unusually 
Low Net Cost 








chemist, that when a person takes an | 


“SAFE AS A GOVERNMENT BOND" 


AM 
Mig, 


EALTH. ACCIDENT“ MONTHLY INCOME INSURANCE. 
FOR FACTS 





slate LATEST POLICIES AND AGENCY CONTRACT 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 


©) The OHIO STATE LIFE 








more than 75,000 samples of liquor ob- | 








Sell Them All 


You may secure a good volume of applications—but you 
have donated some of your time if part of them are 
rejected, 

You are only capitalizing on part of your time unless 
you are in a position to write 100% of your prospects— 
you may get the application, but do you realize on all 
of them? 

Medical Life cooperation does away with wasted sell- 
“sell them all” 


Vv giving you the compicte cooperation otf 





ing effort and puts you in a position to 


standard and sub-standard departments 
i liberal attitude towards impaired risks 
Child's Endowment policy 

e rates for both men and women 


awaits you with a 


sar 
Your opportunity to “sell them all’ 
Medical Life Agency 
Write now for our plan. 
” 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen'!. Mgr. 


E. E. BROW 


Agency Superv 
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@ An occasional dash of gloom 
in financial columns of the Big 
Dailies; Hell a-poppin’ in Wash- 
ington, D. C.; Agitators getting ready 
for a ripping time in the Presidential 
campaign. But up in Wisconsin the 
tide flows twice a day from the world’s 
largest dairy herd, and times are 
never hard. 
nsurance Company 
Ever take a look at Home Office, Madison, Wis. 
our Agency Contract? 
Sent for acent—a post 
card request. 
+ + 
% Million Policies Now In F 
Over 144 Million Policies Now In Force 
Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 
Jan.1,1914 Jan. 1, 1924 
Se ee $ 7,804,230 $ 40,113.271 
Policies in Force... 503,302 —‘1,552,803 
Insurance in Force 73,455,636 351,149,583 
Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois; Missouri. 





The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 

















THE NATIONAL UNDERWRITER 


ticed what he preached.” He 


declared | 


| 
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The 


Ohio amounted to $8,281,965,250. 


that he was probably the most insured | Ohio business was divided as follows: 


minister in America, when to the policy 
taken out by his church was added the 
insurance that he carried personally. He 


paid high tribute to life insurance and 
the men engaged in it. 

Baltimore Sales Congress 
President L. M. Spaulding of the 
| Baltimore Association of Life Under- 


writers announces that the annual sales 
congress of the association will be held 
the first week in May. 
will hold its meeting in the fine 
rooms of the Maryland Assurance, 


which have been offered for the occa- 


| sion. 





Buffalo Sales School 


H. A. Vidal, general agent of the 
Buffalo district of the National Life of 
Vermont, states that more than 90 Buf- 
falo men have paid for their courses in 
the coming summer school of life in- 
surance salesmanship at the University 
of Buffalo The committee has in hand 
26 other applications. The limit of the 
school is 110 students. 





Ohio Business in 1923 
Life insurance written in Ohio in 1923 
totalled $786,098,371, according to ad- 
vance figures just given out by the in- 
surance department of that state. 
does not include fraternals. The total 
business of the companies operating in 


| Cohio 


The association | 
club | 


companies (Ord.).. $ 78.707.604 
Companies, other states (Ord.) 431,587,359 


Ohio companies (Ind.).. $8,941,560 
Companies, other states 138,756,045 
Ohio and foreign companies 
(Group) : : 88.105.7 
Total ert .. . $786,098 371 


Appeal Niagara Life Case 
Warren 
( Mass.) 


Joseph 


question of whether 
1, receiver for the Warren 
was wrecked by 

figured in the Niagara 
. can bring action against the 
New York superintendent of insurance 
is to be taken to the court of appeals 


which 


who 


| ior decision, the appellate division oi 


the 
having granted the motion. The action 
is to recover $40,000 alleged to 
been transferred illegally to the account 
of the Niagara Life by Marcino, before 
the insurance department closed out its 
affairs. The $40,000 in question had 
been assets of the Warren Bank and 
Marcino transferred it to the Niagara 
Life to defer the crash. 


Farmers & Traders Elects 


At the annual meeting of the stock- 
holders of the Farmers & Traders Liie 


| ot Svracuse, N. Y., last week, Thomas 


}and actuary. 


This | 


| 


| 


O. Young was elected president and 
Edwin W. Henne was elected secretary 
Harry A. Caton, Edwin 
K. Munro, and D. F. McLennan were 
elected directors. All other officers and 
directors were reelected. 








| IN THE MISSISSIPPI VALLEY : 
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TO DEDICATE NEW STRUCTURE 





Kansas City Life’s Home Office Build- 
ing Will Be Ready for Occu- 
pancy by August 1 





The new home office building of the 
Kansas City Life will be dedicated on 
Aug. 1. The agency convention will be 
held the three days previous. In addi- 
tion to the dedication of this building 
the 20th anniversary of President Joseph 
B. Reynolds will be celebrated. 





Seven Years of Steady Progress 


ASSETS 


... .$125,222.00 
.... 129,523.00 
1918 .... 155,613.00 
1919 .... 203,600.00 
1920 .... 303,164.00 
1921 .... 404,224.00 
1922 .... 984,558.00 


1916 
1917 


Write us at once for an agency. 


surance business. 





MOLINE, ILLINOIS 


J. O. LAUGMAN, President 


The I{nternational Life and Trust now wants a repre- 
sentative in your district. It is an old line legal reserve 
company with a record to be proud of. To represent 
this dependable company is to represent a pillar of 
safety in the life insurance business. You are assured 
of a maximum degree of intelligent co-operation. 
e have the means 
of assuring you of a successful career in the life in- 


INTERNATIONAL LIFE & TRUST COMPANY 


DR. ANDREW JOHNSON, Secretary and Medical Director 


INSURANCE IN FORC 


1916... $ 203,000.00 
1917.. 704,500.00 
1918... 1,382,500.00 
1919... 2,973,000.00 
1920... 4,513,000.00 
1921... 5,019,000.00 
1922... 9,148,126.00 

















On Aug. 1, 1904, Mr. Reynolds took 
the chief executive’s position of the 
Kansas City Life, going from the Mis- 
souri insurance department where he 
was actuary. There will be a distin- 
guished gathering in Kansas City 
the eventful day. There will be a busi- 
ness meeting during the day and a ban- 


on 


quet on the evening before. The Kan- 
sas City Life’s new building will be 
ready for occupancy at that time. The 


workmen are now finishing the interior. 
The building will be a sp!endid addition 
to the city, 


MERGER IS NOW COMPLETED 
Approval of Department Granted on 
Deal Between People’s Life 
and Century Life 





INDIANAPOLIS, IND., Mar. 25.— 
Official approval of Commissioner T. S. 
MeMurray, Jr., of the Indiana insurance 
department was granted last week on 
the reinsurance contragt whereby the 
Peoples Life of Frankfort absorbs the 
Century Life of Indianapolis. E. O 
Rurget, secretary and general masager 
of the Peoples Life, clesed the arrange- 
ments at Indianapolis last week, the 
officials of both companies and the in- 
surance commissioner signing the cor- 
tract. This gives the combined com- 
panies a business of $37,000,000 insur- 
ance in force, assets of $3,500,000 and a 








BUILD YOUR OWN BUSINESS ZZ; 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 


Disability Benefits 
INSURANCE CO. 


66 BROADWAY 





ORGANIZED 1850 


4 


NEW YORK 








supreme court at Rochester, N. Y., 


have 
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< policyholders’ surplus of $500,000. It is 

j believed that several of the officers and 
a large part of the office force of the 
Century will join the Peoples Life. It 
greatly strengthens the latter company 
and gives Frankfort a company of 
much larger proportions. 


OCCUPY PERMANENT OFFICE 


Central Life Is Now in Its Own Quar- 
ters in Its New Building in 





THE INTEGRITY 


cen OF IDEALS 
j The Central Life, which moved its 
pean mags from Ottawa, Ill, to its 
he own new building in North Michigan 
‘ boulevard and Superior street in Chi- 
cago late last year, is moving into its | 
completed quarters this week. Up to As \W e Regard the standing of 


this time it has been occupying tempor- 
ary offices in the building until its per- 
manent quarters were finished. The 
Central Life occupies the 13th, 14th, | 
15th and 16th floors. The officers ex- 
pressed themselves as being gratified 
with the satisfactory volume of busi- | 
ness since the headquarters were moved 
to Chicago. 


T » se F as “ s “cess 7 i se ~ a y ; ¢ 
PR nn Ray S 1. ae Guteanes to Gs _ ene al First W C believe that The 
The structure comprises approximately The Lincoln National Life a , nco | n N a t , ona | L , fe in 
c c r 
ment. The company has reserved for ee : ers 
| Sta cause fot, oat! order to have the right to suc- 


The Lincoln National Life Insur- 
ance Company we hearken back 
to its code of Ethics. 





50,000 square feet outside of the base- 
its own use 
































counting vault space and some addi- | . 
tional space in the basement. This} ceed must be of real Service 
leaves something more _than 32,000 ° ° 
square feet for rental. Of this all has | to its clients, and that any 
been rented except about 5,000 square | 
feet. Negotiations are on for renting | Py ~ . 
that. In all probability before the work- | unusual Success must result 
men are out of the building, which will | — Bes 
be in about two months, all available | from unusual service rendered. 
space will be taken. 
The four lower floors were rented to . 
a business concern engaged in interior 66 — y ¢ a 
decorating. It sought the offices be- | Second -That real Ser\ Ice 
cause of the desirable location, which os . 
°F affords a fine display. Along Michigan | consists of ISSUINZ safe protec- 
avenue, there is continuous traffic day | : " ° 
and night so that the window display | tion to the greatest possible 
advertising is most valuable. ) t f LD lj 1 t t 
— roportion of < ‘CARTS & 
Will Develop Middle West " 7 ie 
The New World Life has recently ap- | t Cc 1iOW est poss! e premium.’ 
pointed O. A. McFarland, formerly | 
with the Cedar Rapids Life, as super- | ° ° 
visor of agents for the middle west, in- | A building program founded on 
cluding Iowa, Illinois and Wisconsin | h : 
and is contemplating an intensive cam- | ~L- “eo 
paign for organization of California, Or- | t c bed rock of service, 
egon and Washington. 
Goes to New Building | This same spirit of service in 
The Prairie Life of Omaha, which - . —? 
has maintained its home office in the real and generous measure aw aits 
Keeline building since organization ten E 
years ago, has moved to larger quarters those W ho 
in the new Aquila Court building, said 
to be one of the most up-to-date office 
buildings in the west. 
The company has_ conservatively 
builded on a firm soundation and at this % SS 
time is laying plans which contemplate (LINK up wire THE | LINCOLN) 
the opening of new territory. | Eee 
Dr. W. R. McGrew is president and 
general manager, and Thomas W. Black- 
burn, secretary of the American Life 
Convention, is vice president and coun- The 
sel. H. L. McGrew is secretary and . 
assistant treasurer; M. J, Flynn, treas- e ° e 
T urer and Roy D. Hart, agency manager 
The company now operates in Ne- Inco n a 10na | e 
braska, Iowa, Colorado and Missouri 
Wisconsin Agent’s License Revoked | n S ur a n C Ee ( om an 
The license of L. E. Pennewell, 
Brooklyn, Wis., district manager for 
the Mutual Life of New York, has been **Its Name Indicates Its Character’’ 
revoked by Commissioner Smith, fol- 
lowing a hearing in which five witnesses . ‘ em ™ 7 
ippeared. Lincoln Life Building Fort Wayne, Ind. 
Complaints in connection with the sale 
of 10 policies representing $21,000 of in- 
surance were received by the depart- _—— 000 
ment. The policies in question are on Now More Than $300,000, In Force 
the ordinary life and 20-payment plan. 
i According to Commissioner Smith the 
impression was left with the applicants 
that the policies purchased were to be 
the 20-year endowment plan. A 
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promise on the part of the agent to 
cancel the policy and return the note 
if the policy was not satisfactory was 
charged but denied by Pennewell. 





School for School Men 


March 27, 1924 


will open a second office in St. Paul 
April 1. Theodore C. Shove, president 
of the agency, will be in general charge 
of the new office, assisted by two St. 
Paul men, to be announced later. The 
Minneapolis office will continue, with 


the same organization. 


For Seventy-Nine Years 





The Security Mutual of Lincoln, Neb., stip 

will establish a school on the first Tues- | Old Line Life to Move 

day in April for men who will graduate ie a - : 
> ° , ° . ie yme “@ » — ine Life 
from the Nebraska state university in he home oMce oF the Id Line Lite 
June, and will hold weekly sessions. | °' Milwaukee will be moved early in 
Twenty men have enrolled. A_ school April from its present location in the 
io gel mem 0 eeeete tan etek First Wisconsin National Bank building 


‘ aay ie - , -! to the ninth and tenth floors of a new 

the company has secured a number of ;, ig aes Dect 
ws : building at 137 Second street, Milwau- 

good agents in the past, will be started | , ae eatelnwe on 
. “2. 3 : . 2. | kee. Besides occupying the top floors 

in July. This is part of the company’s ; : : : : ~ 
ee ae iia Readies . a of the new structure, the Old Line Life 
plan of a greatly increased production wdige ; , ceutiy cenit alata 
for the vear las an option on the sevent 1 and eig 1th J 
‘ : floors. The two floors which will be ~ 
occupied at this time give the company 
about 12,000 square feet of floor space. 


The Mutual Benefit has always been a purely 
mutual institution dominated by the 


one thought of service to 


policyholders. 





Goes on General Agency Basis 





The Mutual Benefit Life Insurance 


Company 
1845-1924 


Newark, New Jersey 








W. L. MOODY, JR. 





Vice-Presiaent 


FINANCIAL STATEMENT DECEMBER 31, 1923 





The Lincoln Liberty Life will shortly 
go on a general agency basis. A meet- 
ing of the larger producers of the com- 
pany has been called for Mar. 29, when 
the necessary plans will be outlined, 
discussed and adopted. Since the com- 
pany began business it has been dealing 
direct from the home office with pro- 
ducers, but the business has grown so 
large that this is no longer possible with 
the work going on in five states. The 
company has established a Monday 
Morning Club, as an aid in training 
agents, with successful business men 
giving a series of addresses and giving 


held 


Little to Appeal Case 





Had Biggest Month 


The Victory Life of Topeka, Kans., 
the youngest of the life companies in the 
state, has completed the checking of the 
February business and announced that 
it was the largest written in the history 
of the company. The company was 
three years old March 2 and conducted 
a campaign as a closing burst of speed 
for its anniversary. 


Receiver for Minnesota Fraternal 


The Polish Roman Catholic Union, a 
fraternal at Winona, Minn., has been put 


i N i al I C the agents new angles. H. 3 Nichols, | into the hands of a receiver in a friendly 
American ation nsurance ompany recently with the National Accident, | court action instituted by Commissioner 
OF GALVESTON, TEXAS has been appointed held supervisor, and | We lls at the request of officials of the 

SHEARN MOODY, is now working with the agents in the | OT&anization, who asked that this action 


be taken to protect the policyholders 


Mississippi Valley Notes 
FE. W. Decker, director of the Nort 










































ASSETS LIABILITIES Representative Lloyd S. Little, a] western National Life. left last week for 
.$ 957,573.54 Net Reserve (American member of the insurance committee in M ie abroad He is accompanied b 
Lien perience Table 6 % )$13,683,716.00 h 19°93 Michigan re nition ee ii. | = recKker 
er 6.101 3.63 Reserves for Death the 19- Michigan legi sate whe i . k Clifford L. McMillen of the Clifford L 
: 25,000.00 Process of Adjustment cense as an agent was revoked last wee McMillen & Associates home igeney of 
(On Adjusted and Unpaid following charges that he posed as ¢ the Northwestern Mutual ife of Mil- 
ies)... 1,655,851.80 Reserve for Taxes representative of the state insurance de- | Waukee, has left with Mrs. MeMillen for 
6,128,425.85 preciation ...... nnet named S Noun a al several weeks’ stay at French Lic} 
3 1,489,106.55 Miscellaneous Liabilities .... artment, has announced that he will Springs, Ind 
(De- Capital Stock ..$1,000,000.00 arry the case to the courts man eftort Arthur Ortmever, district superinté 
9452.15 Assigned Fund to overturn the action of the depart- dent of the Northwestern Mutual Life at 
| 394,499.82 and Surplus 1,869,171.45 ment Evansville, Ind.. is being boosted for the 
ected Surplus Security ‘ \ T i¢s renresented +t} Owen Sa . Republican nomination for representative 
307,849.80 DE. cccabedeskoseesaee Mr , the repre ente vies hio State in the Indiana legislature fror Vander- 
ao oe Other ¢ codes Life, not the Ohio National, as pre- | burgh counts 
Account Re-Ins 7,500.00 viously reported. John W. Daniels of the Cleveland Life, 
arned Fire Insurance Pre- venne ——_ William ©. Ferguson of the Penn Mutual, 
ms $20.00 J. lL. Holland, of the Metropolitan and 
. ;, : —a oe Opens St. Paul Office Db. C. Williams of the Prudential at Ev- 
Total Asset . $17,070,588.49 Total Liabilities .........-. $17,070,588.49 — . S ansvillk d.. took par ecent drive 
—- a pay The Franklin Agency, Inc., represent- = — = Pg Pam a3 000 aan tens Ev. 
: q 9608.00 e " ° > » i ! t 1 ei, 1o1 s 
snes - . ae noeseey “2'778 964,00 ing the Franklin Life at Minneapolis, ! ansville Colles: 
I: rease in Surplus Security to Policyholders....... ove 313,347.00 
LIFE INSURANCI SURPLUS SECURITY ADMITTED ASSETS 
Sara ane i at teal IN THE SOUTH AND SOUTHWEST 
$215,037 ,404 $2,869,171.45 
( t 1 States and the Republic of Cuba 
, I s Since Org tion, $14,328,720.46 ; : 
AGENCY RALLY AT LEXINGTON | merely impressing the prospect with 
‘ what he knows. Mr. Everett spoke ot 
A he o . sell § cers 0 old nol 
—— — es Annual Convention of Mutual Benefit | *! r grea = a Of SCEVICE , » old policy 
. ° holders ane the responsibility of the 
: Agents of That District at a ae me ae sie & 
agent to e ce munity, t the ane- 
L O O K . Held Last Week quet in the evening there were talks by 
Mr. Papps. Mr. Thurman nd also 
Blog manta’ aif aimee S Dems tu; rogre ; ; Ds. na and al 
Here is graphic evidence of Penn Mutual progress is pened aemuneitben of Ge Rach lees WT Sartlend, Gnteatate-trenenees 
&76 4 ington, k agency of the Mutual Ben- | of the Lexington Roller Mills. 
Paid for efit Life was held last week, Percy C. H a 
1923.. (ditess bis ieee $190,320,529 casa “seaniicaniieiilialian al Cllecr That 
et tn ARE TES: o- 157,193,448 ee see ee eee ce hg IS THERE SLUMP IN SOUTH? 
19071 . 136 509.538 man, superintendent of agents, being 
' _*- wikaies he setae hala hating 74931 411 present fron the home office W. P. : 
19] ao eee 159711554 Everett, general agent, presided at both | Several Factors Indicate Decrease, But 
IEF cccosssesesese . cee yf wd P “pat 
; ; the business sessions and the banquet Some Officials Say It Is More 
rward leap of $33,000,000 in a single year does not This meeting ar me at Pag i 
i leap of | a single yea eS meeting and one at Wheeling, W. Apparent Than Real 
t nappel inere Wa a Cause \ = concluded a series Of avencyv con 
Service and equipment profitably improved and added ventions which Mr. Papps and Mr ; fT 
to in 1923 Thurman have been conducting in the Is the slump in new business noted 
Other improvements in 1924, including effective in- soutl Among the other visitors were yy several southern agency managers 
crease in Divider and Interest George C. Tudor, general agent at Win- | and general agents since Jan. 1 real ot 
There comradeship between Home Office and Field ton-Salem, N. C., and Foree Dennis ipparent It is generally conceded that 
Penn Mutual service general agent at Louisville, Ky national election year usually upsets 
rganization to work for and with. fhe morning business session was | business more or less On the other 
am given over to Mr. Papps to explain the | hand, other factors may be contributing 
The Penn Mutual making of a poli y, the company’s earn weight to retardine business The 19°38 
Life Insurance Company ne in 1923. the sources from which cotton crop was so short that southern 
7" a - they are derived and the method of | mills will be forced to shut down ce 
Philadelphia, Pa. apportioning dividend Mr Thurman tirely during the summer and wait f 
( mized 1647 used the afternoon in demonstrating the | the harvest of the 1924 crop, or t 
ile method of premium producers, | curtail thet daily running hours no 
emphasizing the necessity of a thorough oO as to continue operation through 
knowledge being applied vigorously and |] July and August Many of them have 
ter enti. \fr wn 1 ] i t | < Ite mative dl ] 
a week is the cost of The tent \ Thurman urged that Soeaeee thi iiterna and are 
Cc National Underwriter by i simple canva he used He pointed | ready running short time This meat , 
annual subscription. out that too often the agent talked over | Ie weckly wages to operative and 
= the head of the prospect, Im many case the effect of the depre ed pay envelope 
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will show in the writings of industrial 
companies. 

Besides this, taxes in several south- 
ern states had to be paid in January. 
Tax paying time, following the orgy 
of Christmas spending, is always hard 
on imsurance agents. Then, too, several 
companies have held their agency 
ventions since the first of the year. This 
has taken their largest out 
of the field, in some cases as long as a 
week. 

It is quite that no 
action has set in, and that the 


con- 


producers 


re al re- 
“increased 


possible 


sales resistance” noted by some is due 
to transitory causes. Some of the most 
level headed executives are among the 
most optimistic 


Company to Insure Blind 
The National Mutual Insurance Com- 
pany for the Blind, with home offices 
at Fort Smith, has been granted a char- 
ter by Commissioner Bullion of Arkan- 


sas. The company is said to be the only | 


one in the world restricted solely to 
writing insurance for the blind and deaf. 
Senator Claude Thompson of 
Smith is president, and R. F. Turner of 


Fort | 
| Cleveland Life 


LIFE 


top floor will be occupied by the com- 

pany. The others will be rented out. 
The company will also continue to oc- 

cupy its present home office building 

which adjoins the new building. This is 
hic 1j the r build T} 

a five-story building. 


Albritton on Ground Floor 


The E. S. Albritton Agency of Dallas, 


recently organized, state agent for the 
Jefferson Standard, is trying a new ex- 
periment. The agency will move from 


its present offices in a Dallas skyscraper 
to ground floor quarters on Commerce 
treet on Ay 1. It will be the first of 
he big lite t 
i€ 








agencies to “get down on 


t 
t 
t 


he ground floor” in Dallas. Elmer S 
Albritton said the move is being made 


order to bring the office nearer t 





the public to furnish commodious 
nd convert space tor his 19 city 
Salesme! Albritt believes will 
al eal t tie people He has a k ng 
: 1 

ICAS« n the new place. 


Cleveland Life Head in 


persistent report in lite 


surance circles in Dallas. 


} “ 
ihere 18 a 


Texas 


will shortly 





Fort Smith is secretary and treasurer.) T),. rymor becanie current foll oe wa 
a t ‘cit of ieee Ti ae: geal Meeeh 
Southern Enters Arkansas - a ‘Oh he pce r a fg 
The Southern Insurance Company of | some other Texas cities. Mr. H said 
Nashville, Tenn., has been authorized to | he was eXAas ¢ i pleasure trip. He 
enter Arkansas by Commissioner Bul- ‘ ed he was greatly pleased with the 
lion The company recently acquired | situatx n the state and thought he 
the business of the Mississippi Life, a | could foresee big opportunities é 
stock legal reserve company, whose | !Msurance me there s s the 
business in Arkansas last year approxi- | Presiden O 
mated $200,000. mate his des t ae e g ¢ I 
—— Texas k re I the n s othe 
Life of Virginia Building Delayed ames er seeing what he said 
The Life Insurance Company of Vir- cd) gaat _ 
ginia had hoped to occupy its new 11- Sales’Tax Fails 
story office building in Richmond, some 
time this spring, but the prospects now Underwriters are gratified er 
are that it will not get into the building | an dj ‘ S 
until midsummer, completion of the | ¢ legislature sal 
structure having been delayed by difh- | which sought t ‘ 
culty in getting certain material the | sales g . ( 
interior. The first five floors and the | enactme 








PACIFIC COAST AND MOUNTAIN FIELD 








RUSSELL AGENCY EXPANDING 


Opens Branches in Several Southern 
California Cities—Hoefflin Made 
Assistant Manager 


; } } + 
o tne noni ONC. 


Pacitic Mutual Lite in 


succeeding 


agency of the 
.os Angeles, 
Waltrip, who has been made manager 
Hollywood branch, just open 
Mr. Waltrip has been with the 
for 12 years. Mr. Hoefflin has | 
nected with the agency only since Jan 


1, but is a life derwriter of long and 





the 





u 


uccesstul experience, having tormerly 
represented the Connecticut Mutual 
Lite for some time as general agent at 


Los Angeles, to which position he 


promoted from the Minnesota held of 
that company. His connection with the 
Pacific Mutual Life marked his return ' 
lite underwriting after a number of 
vears devoted to another line of busi- 
ness 
With branch offices already estab 


lished in San Diego, Long Reach and 
lLiollywood, and the contemplated open- 
} 


ng of others in Pasadena, San Bernar- 
lino and other southern California 
cities, the agency Is engaged in a pro 


gram of progressive development under 
the direction of Manager John Newton 
Russell which has for its objective an 
innual paid-tor volume of production of 





$40,000,060 of new business 
Home Loan Plan Successful 
The New World Life has just dis- 
tributed its annual dividend to stock 
holders amounting to $90,760. In ten 
vears it has paid eight dividends to 


tockholders amounting to $565.313 and 
has added to its surplus from earnings, 


$307,000 making a total of $872,351 or 


ON s < 
i ene < 
: H000 « S < 
s s S108 00s 
i 
‘ 4 i ~ ~ 
C v . es 
~ _ 
( cNX 
ss < 
< ( sv ste ‘ ‘ S 
s < < SIs 
wv -s i 
\ ‘ 
siness 


a 
cas ‘ ¢ S \lex 
! Kels vs r . 
Lod, ¢ v t ¢ 
San | las Payme 
< e ms ce } < st 
by the New \ \ ‘ 
| , 
i NCIS i < . c 
te errs Ke v 
} ' } +} 
iin il y " S 
peare 1 -¢ Vi rt pie 
to beheve that hims nm the 
\ t in Oo t his v + P 
CCcive s ne STOO 000 é < il 
mone Policies held other « 
' 
es were id imn ‘ t« Kels 
was | ‘ the New Y< I \ 
eve efusing to sett! 
Coast Notes 
©. J. Lacy, second vice-pre dent f i? 
Minnesota Mutual Lif wl } was rf 
cently Heensed in California, has been 


INSURANCE 


EDITION 





TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











INVESTMENTS 


Safe Profitable Satisfactory 
Selected First Farm Mortgages on unexcelled security 
in the best diversified farming sections of Northern 
Illinois and Missouri 

Highest interest earning consistent with safety. 

Our record for efficient and satisfactory service is the 
result of twenty-five years experience as Financial Cor- 
respondents for large Eastern Life Insurance Company 
and general mortgage brokers without a loss 
Information regarding borrower, security and titles 
guaranteed 

References and list of offerings furnished on request. 


Hoffman Mortgage Company 


Central National Bank Building 
St. Louis, Missouri 











Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incerporated Under the Laws of Maryland, 1882 
WE ISSUE 
Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


J]. N. WARFIELD, Jr., Secretary- Treasurer 
Dr. J. H. IGLEHART, Medical Dwector 
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“Write Your Name 
Here, Please’’ 


UT before a prospect hears these 

words, he has been told of the 
many benefits Life Insurance holds for 
him and his loved ones, and when he 
signs on the dotted line, he does so 
because of certain things he wants to 
accomplish in the future. 


An agent also is looking into the future 
when he writes his name on the dotted 
line of an agency contract. He wants 
liberal first year commissions and good 
renewals, easy to earn. He wants 
policies that are attractive, and he 
wants to be a man among men, and 
not merely a cog in a machine. 


If you are looking for such things— 
write in confidence to— 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 








| with $50 








Double the Business 


with less than 


A Quarter of the Salesmen 
A review of the decade in which this has 
been accomplished shows: 
1. Increasing income to the 
salesman. 
2. Decreasing cost to the 
buyer. 
3. Dividend Increases in each 
of the last three years. 
4. More co-operation with 
our salesmen than ever 
before through 
Careful Selection Required Training 
Scientific Supervision 
Direct-by-mail Advertising 
National Advertising 


PHOENIX MUTUAL 


LIFE INSURANCE COMPANY 
HOME OFFICE: HARTFORD, CONN 
First Policy I 


ued 1851 








J 








TUTTE eee 





San Francisco the past week, and will 


shortly announce the appointment of a 
general agent 
W. I. Taber, director of the Massa- 


arrived in San 
Taber, who is 


chusetts Mutual Life, 
Francisco last week Mr 
also president of the Citizens 
Zuank of Utica, N. Y., will spend his time 
with relatives while on the Pacific Coas¢. 


W. Frank Carter, vice-president of the 
Missouri State Life, is expected to ar- 


| 


National | 


| will leave on 
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rive in Los Angeles this week on a trip 
to southern California and the Pacific 
Coast for the purpose of looking over the 
field of his company’s investments in this 
section. 

Vice-President Gordon Thomson anid 
Otto Langpaap, manager of agencies of 
the West Coast Life of San Francisco 
April 1 to attend the 
annual convention of the northern de- 
partment of the company to be held at 
Portiand, Ore 





| 











NEW PLAN FOR AUTO POLICY ! man, has gone with the Pacific Mutual 


Industrial Department of General Ac- 
cident Issues It as Supplement to 
Other Coverage 


PHILADELPHIA, PA., Mar. 25.— 
W. H. Howland, manager of the indus- 
trial department of the General 
dent, has announced an innovation in 
the field of automobile accident insur- 
ance. An automobile supplement will be 
attached to any policy in the department 
which for $6 per year will pay $100 a 
month indemnity with $1000 principal 
sum, This contract can not be bought 
separately. By making it a supplement 
to the other policies Mr. Howland has 


| overcome one of the big objections to 


the popular automobile accident policy, 
that it often takes the place of more 
complete protection. This policy can 
be sold only to present holders of 


| monthly payment policies. or to those 


who purchase a policy with this supple- 
ment, 

No application is required for the 
writing of this form, other than that 
taken with the regular policy. Thus in 
writing it on old policyholders the agent 
need only report the attachment of the 
supplement and the payment of the ad- 
ditional premium. If premiums on the 
ordinary policy are on the monthly pay- 
ment plan, the rider is attached for a 
premium of 50 cents monthly. It can 
also be written for $500 principal sum, 
monthly indemnity, for 25 
cents a month. 

The policy is more liberal than the 


| $5 policy, in that monthly indemnities 


for total disability are payable for 10 
months instead of six, and partial dis- 
ability is payable for two months instead 
of one. 

Considerable economy is expected to 
result in that underwriting and adjust- 
ment expenses will be not greater than 
if the endorsement were not attached 
The policy is not issued to professional 
chauffeurs nor truck drivers, but other- 
wise is non-classified. 


Globe Indemnity’s New Policies 


The Globe Indemnity has gotten out 
some new policies. One new accident 
policy provides that death and dismem- 
berment policies are payable if loss oc- 
curs any time within a year without 
regard to disabilitv. The principal sum 
is pavable in addition to any indemnity 
or total disabilitv. The weekly indem- 
nity is payable if the disability begins 
within 30 days from date of accident 

Another accident policy provides for 
indemnity, surgical operations, 
hospital and nurse expense in addition 
to surgical operation benefits Elective 
indemnity and medical benefits are also 


double 


provided for New septic poisoning 
riders are attached to the policies ot 
physicians, dentists and undertakers 
without extra charge 

\ disability. policy contains exactly 
the same coverage under its accident 


—rovisions 2 in the frst named poliey 
but in addition provides coverage for 
ickness Foetal disability is navable for 
Special indemnity is provided 
ss or paralysis 


one vear 


for blindne 


Wilsterman Given Wider Field 


\ W Wilsterman, superintendent of 


dustrial claims with the General Aecci 
dent at its home office has also been 
given supervision of the commercial ac- 
cident and health claime WwW. R. Carr 
duff, who has been the commercial claim 


Acci-. 





| and Disability Policy.” 








at Chicago to handle its claims in that 
city. Mr. Carnduff was with the Pacifi 
Mutual before entering the service of 
the General about two years ago Mr 
Wilsterman reports a very satisfactory 
experience on the industrial business for 
winter months, the loss ratio being only 
43 percent, which for this season of the 
year is exceptional. The number of 
claims is smaller than a year ago, in 
spite of the greatly increased volume. 


New Oklahoma Company Licensed 


License has been granted to the Eu- 
reka Reserve Life of Muskogee to op- 
erate under the laws of Oklahoma. The 
company has been formed under the 
stipulated premium plan law and will 
write life, health and accident. It has an 
authorized capital of $50,000 and is to 
take over the Pioneer Circle at Musko- 
gee, which has approximately $10,000,000 
life insurance in force at the present 
time. L. J. Anderson is president of the 
new organization and H. C. Ellis, secre- 
tary-treasurer. 


May Write Separate H. & A. 

The National Reserve Life of Topeka 
is planning on writing accident and 
health business under separate contracts 
It has not been determined whether or 
not another company will have to be 
organized in order to handle the busi- 
ness or whether it can be written in 
separate policies under the present 
charter. The company now writes gen- 
eral life insurance and is able to include 
the usual accidental and disability fea- 
tures in its life policies. The accident 
and health business proposed is to be 
handled in entirely separate accounts 
from the life lines. The same agency 
force will handle the accident and health 
lines, although some specialists in acci 
dent and health insurance may be placed 
in various cities when the company de- 
velops its plans fully. 


Daily Disability Policy 


The Globe Indemnity has brought out 
a new form of accident and health 
policy known as the “Daily Indemnity 
It provides for 
daily indemnity for disability caused by 
accident or illness. It gives indemnity 
at the rate of $1 a day for an annual 
premium of $11 for Classes 1 and 2. 
There is a seven day deductible clause. 
There will be lower rates for longer 
deductible periods. There are no death 
benefits provided in the policy. The in- 
demnity payments for total disability 
from accidental causes are for life. 


St. Louis Company Buys Building 


The Missouri Life & Accident of St 
Louis has just closed a deal for the pur 
chase of the four-story Vanol Building 
Vandeventer avenue and Olive street, and 
will occupy the entire fourth floor of that 
building for its home offices The build 
ing from 100 feet on Olive street by a 
depth of 150 on Vandeventer The com 
pany has been occupying a wing of the 
Metropolitan Building, Grand boulevard 
and Olive street, but be« 


panding 


ause of itS ex 


business was forced to seek 


larger quarters 
Old Line Life Increase 
Business in the accident and healt! 
department of the Old Line Life of Mil 
waukee for the early days of March 


1924, averaged 165 percent greater volume 
than for the same period in 1923, accord 
ing to Frank J. Tharinger, assistant se« 
retary All indications point to the 


successfal history of the 


most 
year In the 
company 


A splendid increase in the volume f 
life business written thus far in 1924 
indicates that the record-breaking fig 


stand as 


ures attained in 1923 may not 
the high water mark of the 
life business 


company in 
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Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 


NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and “‘Little Gem,"’ Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 











BROADENS RULES ON WOMEN |®»: 


Connecticut Mutual to Accept Those 
Who Are Married but Actively 
Engaged in Business 


The Connecticut Mutual Life has 
broadened its underwriting policy 
whereby it will write insurance on cer- 
tai types of married women, these 
types being chiefly “business and pro- 
iessional women who are married but 
who are actively engaged in business 


pursuits requiring that they devote out- 
side of their homes the major portions 
ot their working time to their business 
duties.” 

A letter to the agents of the company 


has been sent out by Secretary Harold | 


I’, Larkin, advising them of the com- 
pany’s action. The letter follows: 

Statistics based on a very large 
ber of lives have revealed that the 
tality experienced on insurance 
to married women is materially 
than on insurance issued to 


num- 
mor- 
granted 
greater 
Spinsters; 


and a further analysis of this experience | 
very | 
| percent. 


indicates that there has been a 
marked selection against the 
companies in the case of the 
granted to married women, whereas 
there has been no such selection evident 
on the insurance issued to spinsters. 
Expects Satisfactory Experience 
Being cognizant of these facts, the 
Connecticut Mutual has not considered 
it advisable to undertake the issue of 
insurance to married women as a class. 
Study of the conditions, however, con- 
vinces us that it may be possible to in- 
sure certain types of married women by 
careful selection, and yet obtain a more 
satisfactory experience than has been 


insurance 
insurance 


the result as shown by the statistics 
mentioned. 

Accordingly the company will now 
consider applications from business and 


professional women who are married but 
who are actively engaged in business 
pursuits requiring that they devote out- 
side of their homes the major portion of 
their working time to their business 
duties; and in addition, we shall be 
willing to consider applications from 
married women who have sizeable 
tates of their own which will be subjeet 
to inheritance taxes and estate charges 
at their deaths, where such insurance is 
intended to provide funds to meet such 
taxes and other charges that may be 
levied against their estates. 


Need Evidence of Business Work 


The company will 
the married women in 
tively so engaged and 
women seeking inheritance tax insur- 
ance do actually have property of their 
own sufficient in amount to justify for 
the purpose insurance of the amount 
sought. 

The limit of insurance granted will be 
one-half the limit for a male life of the 
same age and no disability benefits will 
be issued to married women, but the 
double indemnity feature may be offered 


on not more than $12,500 insurance 


es- 


wish evidence that 
business are ac- 
that the married 


We are hopeful that this broadening 
in our underwriting pelicy may be ac- 
complished with favorable results; and 


to that end we shall have to rely on the 
men in the field to exercise a careful 
selection in the type of such business 
presented 


Occidental Life 


Several changes have heen made in the 
profit-sharing 20-pay life policy of the 
Occidental Life of Los Angeles The 
policy which provides that it shall be 
ome paid up within 16 years will here 
after itnelude the following provisions 

Return premium  provisior The re 
turn of the premiums in full in the event 
f death within the first 16 years ds 
ends upon each coupon having been 
pplied to purchase its relative paid-up 
addition If any coupons have been sur 


less the paid 
will be paid 


ontinued 


endered, the 
ip value of the coupons 
After 16 vears, if the policy ts « 


Premiums 





paid-up coupon additions attaching 
will continue in force but the retur: 
premium benefits will ve ceased 
Double protection provis | 
double protection rider provides for t 
payment of an additional amount equa 
to the face amount of the policy nm the 
event of death during the period of 16 
years The extra premium for the same 
will cease at the end of that period 
The company will only write double pre 
tection on first class risks It cannot 
be written where there is any izard of 
occupation nor will it be written for 
? 


ages below 21 or above 45 


CENTRAL LIFE 1924 DIVIDENDS 


New Schedule Shows Notable Increases, 
Varying From 10 to 40 Percent, 
Averaging 25 Percent 


The Central Life of lowa has issued 
its new 1924 dividend schedule, which 
shows a general readjustment in the 
scale, with notable increases at certain 
ages and on certain policy forms. The 
increase varies from 10 percent to 40 


though the average is about 25 

The new dividend schedule 
at five year intervals on the principal 
policy forms is as follows: 


percent, 


Ordinary Life 
Year Age 25 30 35 40 
$ 





PP AVAVAVTH DS de he wh gy oe 











uy 
l 
1 
l 
o ] 
941 3 
35 13.70 
79 14.37 
9.23 15.0: 
9.69 15 
10.24 16.51 
10.80 17.33 
11.37 18.16 
11.96 18.99 
. 1 12.56 19.83 
90% L 1 13.17 20.65 
1906 2 7.68 9.19 11.19 13.80 21.45 
1905. 6.87 8.02 9.62 11.73 14.43 22.22 
1904. 7.15 8.37 10.07 12.27 15.08 22.97 
20 Payment Life 
Prem 30, 3 46.44 64.21 
4923... 3. 3.4% 3 4.30 7.21 
1922 3.6 3.8 4.31 4.83 8.01 
1921 . 3.96 4.13 4.38 4.76 5.36 &.83 
1920 4.26 4.4 4.77 5&.22 &. 9.65 
1919 4.8 4.82 19 5. 6.5 10.49 
1918 4.8 5.19 65.61 6 4.12 11.32 
1917 = 5.57 6.06 6 7.75 12.04 
1916 5.! 5.97 6.51 7 8.38 12.75 
1915 5.$ 6.38 6.99 7 9.04 13.47 
BEG cace 6.3 6.81 7.47 8.3 9.71 14.17 
1913 . 6 7.35 7.98 8. @.39 14.87 
1912 7 7.68 8.48 9 1.05 15.68 
1911 7 8.12 9.00 10 172 16.48 
1910 7.f 8.58 9.53 10 241 17.24 
1909 8: 906 10.08 11 3.09 17.97 
1908 XS 9.53 10.66 12 3.78 18.64 
1907 9.19 10.08 11.25 12. 4.47 19.23 
1906 9.67 10.61 11.85 13.3 5.14 19.69 
1905.. 10.15 11.17 12.47 14 5.79 20.01 
1904.... 10.66 11.74 13.09 14.6 6.41 20.14 
20 Vear Endowment 
Prem 47.47 48.57 50.06 52.18 55.12 67.13 
1923. 3.93 99 4.13 4.38 4.76 6.95 
1922 4.46 4.54 4,70 4.97 5.41 7.78 
Prem 49.37 49.98 50.93 52.49 55.12 67.13 
1921 6.91 6.52 6.16 8% 6.07 8.63 
1920 7.50 3.12 6.78 6.54 6.77 9.49 
1919 8.10 7.74 7.41 7.21 7.48 10.34 
1918 8.74 8.38 8.08 7.89 8.28 11.22 
1917 4.40 4 a5 8.76 8.60 8.99 12.09 
1916 10.09 178 4“ 48 $33 9.77 i 6 
1915 1@.80 10.48 10.21 10.11 10.57 13.8 
1914 11.54 11.23 10.98 10,90 11.39 14.68 
1913 12.81 12.01 11.77 11.73 12 15.5 
1912 13.07 12.78 12.55 0 1 . 
1911 13.86 13.57 34 13.31 13.8 rf 
1910 14.68 4.34 4.1% 4.13 14.6 i | 
1909 15.53 15.23 O01 14.96 15.40 N.4¢ 
1908 16.41 16.11 S ] ' 16.18 1% 
1907 17.32 17.01 6.76 164 16.93 14 
1906 18.26 17.94 7.8 T.4 ‘ "5 
1805 19.17 18.89 18.5 8.28 18.8 “4 
1g04 20.24 19.8 19.4 : ‘ l 
| Security Mutual Life 
| rhe Security Mutua Lif Bing 
|} hamton, N. ¥ has ant d v div 
dend schedule, effective Ma ‘ 
o the endowr nt annuitv w ! t 


The Guardian Life Insurance, Company 


OF AMERICA 


Established 1860 under the Laws of the State of New York 





Company during 1923 is 
shown by the following figures from the 64th Annual State- 


The continued progress of the 


ment: 

a eee eee ee Ce eer $ 43,772,689.00 
Insurance in Force, Dec. 31, 1923 Sas nsenseceseceseses 228,479,842.00 
ER a eee ce Re er a See re eae ae 45,339,283.55 
Liabilities ; pi isadste seven escbansesueese 39,423,508.34 
Surplus and Dividend Fund ssesseesccecscecees .  §,915,775.21 
Dividends to Policyholders Apportioned for 1924........ -  1,797,518.34 





For information concerning Agency opportunities address: 


T. LOUIS HANSEN, Vice-President 


Home Office: 50 Union Square, New York 








A BIG COMPANY | 
HAS A BIG OPPORTUNITY 
FOR A BIG MAN 


We want a man of Vision, Ambition and | 
Experience in Organization work to take 
charge of Philadelphia and vicinity. 


Tothe RIGHT manexceptionalopportun- | 
ity will be given. Write H-71, care of the | 
National Underwriter. 
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LIFE AND 


ACCIDOERT 
ce 


Ordinary Lite Insurance 


Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C A CRAIG, Presipent WS. BEARDEN. Sec -Treas 


©THE NATIONAL LIFE & ACCIDENT INSURANCE @'# 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 























| A st book for beginmera a review tawk for experienc we & book at every life Weurence Man should 
| have-—Jaco> A. Jackson's “Easy Lessons in Life Insurance $1.5e uwting Quis Book supplemer The 
| Na a nderwriter, 1962 Iosurance Exchange, Chicag , 
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ast fall, which seemed to leave him in ajthree years ago, being promoted from unusual service on the part of the agent 
~ somewhat weakened condition He was |assistant superintendent in the Buffalo For instance. in one case a policyholder 
l only a few days district A son, F. L. Houck, is an as- : ‘ tha hy ata _ , ’ aataedadien shee 
3 Mr. Houck went to Cleveland about / sistant superintendent in Cleveland No. 2 stated that he intended to surrender ae 
3 poheies which he was carrving in vat ACTUARIES 
; ps ———— — —— — 1ous companies and take out new insur 
5 n in lieu thereof it} 1other a" 
> Ty ? ance ! cu thereol with ane « co 
é NEWS OF LOCAL ASSOCIATIONS pany because it had a lower net cost 
3 } ) eon i a +l 
o I ‘ ur sked eri ssik to sec ‘ 
7 — ; . policies and without mentioning his ow: ONALD F. CAMPBELL 
‘ } | ‘ 
m INSURANCE BUSINESS FACTOR | KANSAS AGENTS IN CONGRESS ‘°“™P a S Wem OVEF Them Car ) CONSULTING 
“4 showed the mnsured the advantages pos ACTUARY 
4 
: cs - se } } sarht t ‘ 
2 ; sessed by eac rought ou 343 S. Dearborn St. 
0 Oklahoma Educator Emphasizes Its Annual Sales Conference Held at Hut- points of the various contracts and ex Telephone Harrison 3384 
8 Importance in General Training— chison Under Direction of plained to the holder wherein he would CHICAGO, ILL. 
7 Novel Programs Planned W. E. Bilheimer . oe ‘ istane 
7 render the msurance « at portion ot 
7 | — _—- my ‘ , 
: : The policyholder appreciated this 
OKLAHOMA CITY, OKLA. Mat \\ | Bilheimer, consulting sales ynselfish service. retained his old poli A. GLOVER & CO. 
-~ ’ & fe msurance and anking are bl anawer s Lou : Mi ine ‘ Ces ind rranged wit! ‘ iment or . sulting Actuartes 
two major tactors mm Making possibdic nent hte msurance platiorm mat " the immediate purchases - wee Con 
7 the nduct of all other business,” said | th | before the fiftl 1K a a Life Insurance Accountants 
4 n co uct ol al ther usiness, s< ne speaker rector t lannu ' ‘Mount of dditio protec , 
Dean Adams, head of the school of pri sas sales conference eld at pee ic . “mage! ae ae bce - si Mi Statisticians 
1 public 1 he Okl a EGE Ws remarks Ac) 29 South La Salle Street, Chicago 
ate and public business at the a Kan.. ist week The sessior was | onde — strona Genes for fmatieational 
homa University, mn addressing the Ok- opened in the morning by ar iddress idvertising of life insurance in news 
lahoma association Saturday, “For that) of weleome from Bert S. Berry. presi papers. magazines, on billboards and 
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eason we attach particular signifi ance dent of the Hutchison | ite Underw through any other desirable avenues of OHNE. HIGDON ( Actuaries & Ex 
to lite insurance as an mmstitution and | ers Association Mr. Bilheimer then publicity that are available OHNC.HI N } 800 Gates Building 
| give its study a prominent position in | took charge and directed the full dav’s ie stedines Mauda at dick enacts HN GDON J anses City, Me. 
our course of study, in order that the | program Mr. Bilheimer discussed the : + sai. tg ‘ “Worl S 
d : Piles . + : Was the showimnge of the } orking 
student may get a practical vision of | fundamentals of life insurance, unusual for Dear Life.” made for the Metropol 
st< lati business and _ society . mds of — h ho te . ody ‘ . < . ‘ troy 
ts re lation to nu ine : ) y: meth ds ot approach, how to meet ol itan Life, and exhibited through the RANK J. HAIGHT 
usiness courses adoptec y most OF | jections, how to meet competition, where courtesy of Alexander Fleisher. assist 
the modern universities are those car- {o get prospects and many other phases nt secretarv of that comy nv This | oruARe 
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" The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be attained 
through a permanent connection. The companies that stay are the companies that pay 
the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J.H. Leffler, Acting President John W. Dragoo, amin Harry H. Orr, General Counsel 
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Ten Thousand Leads 
in One Month 


“It is the cooperation which I have had 
from the Union Central and its Officers 
that binds and ties me to the Company.”’ 


This is only one of the many expressions 
of appreciation received from our Agents— 
10,000 leads in one month were furnished 
from one circular alone — Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the 


Home Office. 


The Union Central Life Insurance Co. 
Cincinnati, Ohio. 

















SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President THE ROOKERY, CHICAGO 


ey Es os ini d cnsioubySadeesecvdenddedcaced $47,024,989.00 
I i 5,668,015.25 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 
PAID TO POLICYHOLDERS SINCE ORGANIZATION ...... 4,403,769.15 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 
Address: 


S. W. Goss, Vice-President. 
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of a man in business. The importance 
of a policy as a protection to a man’s 
business was also brought out by Dr 
Stevenson, as well as the need for mak- 
ing secure the future education of his 
children. He urged agents to keep 
themselves ever on the alert in finding 
new ways to meet the needs of pros- 
pects as the best program of their work. 
* a * 

Green Bay, Wis.—A local association 
was organized in Green Bay last week, 
Ernest W. Hawkes of the Central Life 
being elected president, the other officers 
named being: Vice-president, Arthur 
Massey, Equitable Life; secretary, 
Joseph Cassidy, New York Life: treas- 
urer, Joseph Moore, Franklin Life. The 
board of directors elected included 
Charles Williams, George Nick, Antone 


Klever, William Paulson, Edward 
Clough, Orville Suhr and Peter Nadon 
* * x 


Cleveland, 0.— When Wm. H. Kingsley. 
vice-president of the Penn Mutual, at- 
tended a meeting of the Cleveland asso- 
ciation recently, he offered a prize for 
the best essay on “The Responsibilities 
of a Life Insurance Agent.” 

The prize, a handsome walrus traveling 
bag, has been sent to President Pearce. 
The contest is open only to members of 
the Cleveland organization. 

In speaking of the contest he said: 
“The thought I had in mind was to 
spread the principle of genuine respon- 
sibility which is vested in an agent, par- 
ticularly the outstanding responsibility 
which he has to the beneficiary under 
every policy that he writes—not over- 
looking of course, the responsibility to 
his company, to his own local agency in 
the benefit that always arises from 
wholesome operation, to the policyholder 
whose wishes with respect to the be- 
stowal of benefit on others must be 
clearly understood and properly covered, 
and to himself. 

“This, of course, is a man-size order 
But I am confident that the agent who 
hews to the line of wholesome endeavor, 
applying industry and intelligent con- 
centration on his work, cannot fail to 
advance progressively and will soon come 
to find that his achievements will bs 
measured solely by his physical and 
mental capacity to care for the business 
entrusted to him.” 

Decatur, Ill.—Eber Spence was elected 
president of the Decatur association at 
the annual meeting last week, at which 
Dr. G. B, Van Arsdale of the Equitablk 
Life, who has been conducting a school 
for the local agency here, was the prin- 
cipal speaker. Other officers of the or- 
ganization for the year are: L. J. Kaiser 
vice-president; Charles Leas, secretary: 
Edward Faster, treasurer, and Fred 
Thompson and Charles Smith elected to 
the executive committee, serving with 
M. C. Nelson, the holdover member 

i os = 

Dallas, Tex.—The Fort Worth associa- 
tion and the North Texas association 
will hold a joint session this week. It 
will be on the regular meeting date of 
the Dallas organization and will be held 
in Dallas More than 400 life insurancs 
men are expected to attend the meeting 
¢, Cc. Day, president of the Oklahoma 
City association, will be the chief 
speaker of the day He will discuss 
“Program Insurance.” 

This is the first of a series of meet- 
ings arranged by the North Texas asso- 
ciation where men prominent in insur- 
ance circles will discuss special sub- 
jects, President Elmer S. Albritton said 
It is the first time the Dallas and Fort 
Worth associations have held a _ joint 
meeting The North Texas association 
will be guests of the Fort Worth asso 
ciation at a later date 

ok * * 

Champaign, ih — The Champaign 
county association meeting here last 
week was attended by 20 men from all 
parts of the county A luncheon pre 
ceded the afternoon program and busi 
ness session 

x * 

Seattle, Wash.—Life underwriters here 

last Thursday heard Edwin Selvin, edi 


tor of “Business Chronicle,” speak on 
“Publicity and Insurance,” at a 6 o'clock 
dinner. At the regular monthly meeting 


at Sp. m., three outlines of selling talks 
used in other fields were presented to 
the association by three speakers, the 
general topic being, “Need of Large Et 
dowments for Our Colleges.” Dr. E. H 
Todd, president of the College of Puget 
Sound, Tacoma, and Councilman FE. ! 
Blaine of Seattle, chairman of the board 
of trustees, told how they had added 
between $1,500,000 and $2,000,000 to the 
endowment of their institution They 
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were followed by Dean John Condon of 829.000 for the first two and half months 


the University of Washington who 
talked on “The Use the College Can 
Make of Insurance Endowments.” A. J 
Quigley of the Connecticut Mutual 
showed how insurance money can be 
ade to provide funds for institutional 
activities. 

\ one-day sales convention will be 
eld by Seattle underwriters Apr. 26 
and on Mar. 31 a joint agency meeting 
will be held to determine the cup win- 
ver for the best agency meeting of the 
onth 

x * 

Des Moines, Ia.—Rev. E. T. Aldrich, 
pastor of St. Andrew's United Brethren 
Church, will preach Sunday evening on 
Paul as an Insurance Salesman.” Over 
150 personal invitations have been sent 
out to the insurance salesmen of the city 
The entire membership of the Des 
Moines association has been invited 

: = @ 

Aberdeen, S. D.—A new association of 
ife underwriters for the Aberdeen dis- 
trict was organized at a meeting here 
ast week with 20 charter members and 
these officers President, G. A. Mabbott, 
Aberdeen; vice-president, C. G. Burnette, 
\berdeen; secretary-treasurer, J. A. Nor- 
ris, Aberdeen; executive committee, T. 
M. Husband, Milbank; Paul Berg, Red- 
field; F. E. Sexton, Aberdeen; Arthur 
Lorenzen, Aberdeen 

The territory taken in by the new as- 
sociation is from Milbank as far west 
as the organizations cares to go, north 
to the state line, and south to Redfield 

* * * 

Minneapolis, Minn.—The monthly meet- 
ng of the Minneapolis association was 
ziven over almost entirely to a discus- 
sion of the movement started recently 
to have a committee of established in- 
surance men pass on all persons seeking 
licenses to sell life insurance in St. Paul, 
Minneapolis and Duluth. Commissioner 
Wells has shown his interest in the mat- 
ter by tentatively approving the mem- 
bership of a committee named for this 
purpose. The association feels that 
some movement of this sort is necessary 
not only to protect their interests but 
to protect the insuring public as well 
against incompetent and uninformed 
ugents who engage in the business with- 
out experience or knowledge 

” 7 x 

Northern California—The third monthly 
meeting of the Northern California as- 
sociation under the new arrangement of 
an evening meeting followed by a buffet 
supper was held Monday evening in San 
Francisco The program, which was 
under the direction of Arthur Hutchin- 
son, agency director of the Golden Gate 
Branch, New York Life, was along edu- 
cational lines and included: “The Eco- 
nomic Value of Human Life” by A. H 
Mowbray, professor of insurance, Uni- 
versity of California, and consulting 
actuary; William A. Loewi, manager Re- 
tail Credit Association, “Life Insurance, 

Factor of Credit”; Paul T. Bell, large 
personal producer of the New York Life, 
Life Insurance and College Finances”; 
Analysing Your Prospect Scientifically 
at Sight,” by M. E. Drum, vocational 
analyst; and Kellogg Van Winkle, as- 
sistant agency manager central branch, 
Equitable Life of New York, “Bread and 
Butter Methods of Placing Insurance 
Geo. D. Squires, insurance commissioner 
of California, and Laurence W tankin, 
chairman of the board of governors of 
the Insurance Brokers Exchange of San 
Francisco, were guests of the evening 
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Volunteer State Life—lIts 2Ist annual 
report shows the company in an excel- 
ent financial condition, total admitted 





ssets now being $8,297,749. This is a 
eain of $1,131,342 over the figure of the 
receeding year The insurance it 
force now totals $68,057,101, a gain of 
$7,343,380 Capital and surplus total 
$1,218,971 During 1923 the company 

d policyholders $553,165 

* * * 

Baltimore Life Following § are the 
kures for 1923, showing the amount of 

in Total income 1923 $° TO1.299 
tin, $371,563; total assets $7,790,405 

n, $792,866; reserves, $6,628,912. gain 
$H10.690; insurance in force $58,324,402 

n $5,850,496 surplus funds $1.03 


gain, $165,13¢ 
* 
International Life-——The company for 
first 15 days of March wrote $3,332,000 
npared with but $2,971,000 for the 
me period in 1923 The year's total 
Mar. 15 was $16,469,000 against $13 
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LIFE INSURANCE EDITION 


of 1923. 


Violation of Law Case 

Death Resulting From 
Law \ defense to an action on a life 
insurance policy, that the 





H. A. HOPF AND COMPANY 


a Violation of | MANAGEMENT ENGINEERS 


Specializing in Advisory Work for Insurance Companies 


death ot the 


sured oO s shot bv Ss f F e ° x ° - . 
insured, who was shot by his wife, re- | Organization Equipment Standardization 


sulted from a violation 


of committing adultery, when declara 
tions are not part ot the res gestae and 
therefore not admissible 
Makiner vs Missouri State Life 


Rg Bex Methods Personnel Modern Office Planning 


sustained by the declarations of the 
wife, made shortly after the shooting, 
that she caught her husband in the act 











Main Office: 40 Rector St., New York Western Office: 327 S. La Salle St., Chicago 
in evidence Got enough accident and health insurance? Want to sell more? A tip—read The Casualty 
Cir Review, an illustrated monthly magazine for accident and insurance salesmen Full o° pep! 


Full of ideas! Send ten cents for sample copy or $2.00 for a year’s subscription to The 


cuit Court of the U. S. Eastern Dist. of Casualty Review, 1362 Insurance Exchange, Chicago 


Pa. Decided Mar. 19, 1924 
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LIFE 


Insurance Co. 











INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 








HARRISON B. SMITH, President 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies On! 
Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 








AGENCY MANAGER 


Wanted: A position as agency manager or 

supervisor of agents by a man of eight years’ 
experience. Best of references. 
Address H-84, 

Care The National Underwriter 








FOR SALE 


Ensign Calculating machine. 
First class condition. 
Address H-88, 
Care, The National Underwriter. 














Only high-type men and women can obtain 
contract to represent this company. 


Open territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
rect with Company backed by real co- 





operation. 
Curmron Matonay Jacxson Matongy 
Presid Vie Presid 


A. Mosgerzy Horxrs, Manager of Agencies 


Home Office Building 
111 N. BROAD ST. PHILADELPHIA, PA, 











Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can wn 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 
ALBERT E. AWDE, Supt. of Agencies 








HOME LIFE INSURANCE CO. 
New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 
year 19 $ 7,686,855 
Payment to Polic yholders 
their Beneficiaries in 
D ( s, I ywiments 
Divide ‘ 5,871,544 
. t 2,401,507 
Mort 5% of the 
y unt expected 
Insurance Fores 247,373,210 
: tted Assets . 48,655,222 


FOR AGENCY APPLY TO 
HOYT W. GALE 


General Manager for Northern Ohio 
229-233 Leader-News Building 


CLEVELAND, OHIO 

















PHILADELPHIA HOLDS 
GREATEST CONGRESS 


(CONTINUED FROM PAGE 1) 
written, the agent should find out if the 
policy he is taking application for is to 
aoe present insurance, and if so, he 
should stop his canvass. 

“Have nothing to do with that race of 
men known as insurance adjusters and 
counsellors. As a class these men en- 
gage in a business of deception. They 
should be absolutely outside the pale of 
the profession. I would go ole in 
this twisting matter than many of you. 
I should say that when a man has term 
insurance that you should not write him 


on a permanent form until he has an 
opportunity to notify the company in 
which he has the term insurance. My 


idea is that in this profession no agent 
should interfere with the business of any 
other agent, just as no physician will 
treat the patient of another unless he 
is invited to do so by the doctor in 
charge.” 

“As a professional insurance man you 
should occupy a place in your com 
munity where you will be looked up to 
as an adviser. You represent a business 
which has invested $8,750,000,000. I 
want you to go beyond the mere getting 
somebody to sign on the dotted line and 


the collection of renewals, and get into} 
professional contact with the men of 
your community. You should teach 
your policyholders that these $8,750,- 
000,000 are theirs. There is much legis- 
lation aimed at the life insurance com- 
panies today. Much of it is not aimed 
directly at the companies, but at the rail- 
roads and public utilities with which 


one-fourth of this fund of policyholders’ 
money is invested. 


Make Political Play 


“Attacks are constantly made upon 
public utilities, not because of what they 
have done, but because they are entities 
subject to public prejudice. Such at- 
tacks are in reality upon the pockets of 
the American people. It has become the 
custom of political orators and congress- 
men to represent them as great corpora- 
tions preying upon the public. This is 
thought to be one of the best ways to 
get votes. Restrictions are growing in 
number until almost sufficient to take 
out of the hands of railroad executives 
the management of their property. Leg-| 
islation is passed upon the theory that 
they are robbers. 

“What these people are attacking is 
the securities belonging to holders of 
life insurance policies. The life insur- 


ance companies are the only purchasers 
ot these securities that buy them to 
keep. They keep them for the benefit 


of their show he me Ma The real owners 


of the railroads are the men whom vou 
insure. Anything, therefore, that im- 
perils the railroads, imperils your pol- 
icvholders. If the railroads go down, 


the value of the reserves on life in- 
surance policies will be materially af- 
fected. But the people don’t know it 


People Own the Mortgages 
“Nearly 40 


percent of the reserve 


money is invested in real estate and in 
bonds and mortgages on real estate 
Your policyholders are vitally interested 


re al own 


addressing 


in taxes, because they are the 
ill once 

a meeting of our agents on the lower 
east side of New York. You know that 
li almost entirely populated by 


cers of propert I 


foreigners. Sixteen different nationali- 
ties were represented at the meeting 
| It is the people there to whom appeals 
} are made by the impassioned orators o 
claliss I told them to tell their 
| policvholders, ‘When you go up to Cen 
tral P ] ( Sunday afternoon and 
i] ) th “ dows of the VP] za Hotel 
it the people wasting their money on 
1 wh i ( ae t envy then Rat eT i 
You ] r ys: you are wasting your 
| mo so that the hotel management 
1 ¢ 1 th interest on the ! ty r 
lid by the Fast Siders thr » hike is 
| i 1can once te ach the me ple « 
| ‘ , that these ¢ Pe re 
}! ‘ tlic ole sche © ot the volitn ans 


UNDE RW RITE ‘RE 


will fall “on. Wall street does not 
own these securities. They belong to 
the policyholders. Keep in constant 
contact with them, because of your in- 
terest with them in the property of the 
country. 

“I want to see the time when the pro- 
fessional life insurance man will be a 
prominent citizen and will have a direct 
influence on the welfare of the com- 
munity in which he lives. I had enough 
curiosity about this to find out how the 
managers of our agencies stood in thi 
regard. Over 61 percent are members 
of chambers of commerce. Over 50 per- 
cent are members of Red Cross so- 


cieties. Thirty percent are in societies 
for the welfare of the poor. Twenty 
percent are In nursing associations. 


Can't you see that if you are active in 
these movements you will be a_ bigger 
man than you are? 


Can Accomplish Great Things 


“You can accomplish great things if 
you act corporately. You can accomplish 
much by insisting on 


clean streets, by 
pointing out to public officials their duty 


and by preventing epidemics. You can 
have influence on elections, not in a 
partisan way, but on certain tissues 
More and more, life insurance has to 


become active in these things if it ts 
to persist as an independent work. 

“There is a trend toward socialism 
Do you want to sce the state take over 
insurance? The way to prevent it is 
by doing it better than the state can 
By being social insurance men. By tak- 
ing care of the lives and health of the 
community. You can uphold the nurs- 
ing associations. I don’t want to appear 
to "head when I say that most of these 


would have died but for the support ot 
my company, because the community 
did not support them. 

“IT would like to see the professional 


insurance men, corporately and indi 
vidually, get into these things. The 
great cry of today is preventive medi- 
cine. Our company has been financing 
a commission to study influenza ‘hey 
have been working for a long time. 
Although they have not discovered the 
germ of influenza, I rejoice to hear that 
they believe that thev have discovered 
a treatment which will almost surely 
prevent death from pneumonia, which 
was the direct cause of most influenza 
deaths, 


Formerly Despised, Now Respected 


with the lite 
fiity 


been connected 
insurance business for over 
My mind goes back to the days when 
life insurance encountered great preju- 
dice. Twenty vears ago I had to defend 
life insurance against attack as gambling 
and as being against the laws of 
himself. See how we have progressed 
The business now attracts the best men 


“T have 
years. 


God 





in the community. I have seen the day 
when life insurance men were despised 
1 am now seeing them respected I 
want to see the time when the protes 
sion is regarded as devoted to the wel 
»of the community. I| hope the time 
will come when vou will be marked 
men, pointed out as are today the clergy, 
the physicians, the reputable lawvers, 
leaders in the community 
The registration at the Philadelphia 
Sales Coneress over » O00 surpasses 
all records for meetings of that char 
ict Not only was PI ug delphia rep 
resented, but a delegation of o came 
from Harrisburg. 78 from Wilmineton, 
Del.. and 135 from Trenton, N. J] 
The guest tabl presente 1 a remark 
Ile ollectt of notables. as follows: 
ew York City Haley Fiske, president 
Metr olitan§ Lif William J. Gral 
resident Equitable Life: 1 
Hi r vier resident Guardian 
Hl r I Wright uperintendent of 
Middle Atlantic department 
Me on tan Lif (jraham ( W Is, 
(i'r id t). president National A cia 
1 ’ of Life Under riter Char \ 
I (Prudential). president New Yo 
\s tion of Life Under iters; Law 
re Priddy (New Yor Life) past 
president National Associnatio of Lif 
I rite Miss Emma H Ditzler 
Cont t it tee P. M. Fra r, weneral 
agent Connect it Mutual; Griffir M 
| race, dire r life in rance depart 
, t New Yor University H. G Mat 
hal EK. M. Pratt 
Philadelphi Pa Clifton Maloney 
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president Philadelphia Life; Walter Le- 


Talbot, president Fidelity Mutual 
Life; Asa S. Wing, president Provident 


Mutual Life; William H. Kingsley, vice- 
president Penn Mutual Life; Albert 
Short, vice-president Girard Life Ins. Co.; 


Frederick G. Woodworth (John Hancock) 


president Philadelphia Association of 
Life Underwriters J Renwick Mont- 
gomery (Phoenix Mutual), secretary 
Philadelphia Association of Life Under- 
writers; E Berlet (manager Guardia 
Life), chairman Congress publicity; John 
W. Clegs (Penn Mutual), chairman Con- 
gress finance; John R, Fox, (district 


chairman 
banquet 


Metropolitan), 
and 


superintendent 
Congress registration 


Sigourney Mellor (Provident), chairman 
Speakers and Topics Albert Kelley 
Equitable Life; Mrs. Laura B. Patrick 
New York Life; Rev. Ross Stover, D. D 
pastor Messiah Lutheran Church 

goston, Mass.—Robert K. Eaton, vice- 
president John Hancock Mutual Life 


Charles Gilman (National, Vermont), past 
president joston Association of Life 
Underwriters Paul F. Clark genera 
agent John Hancock; Dr. Willard Scott 
Newark, N l.—Willard I. Hamiltor 
vice-president and secretary Prudential 
Life 
Johnstown, Pa Harry G. Cramer (New 
England Mutual), president Johnstow: 
Association of Life Underwriters 
Trenton . J.—James M Edgerton 
(Provident), president Trenton Associa- 
tion of Life Underwriters 
Wilmington, Del.—Charles B. Pal 
(National, Vt.). president Delaware As- 
sociation of Life Underwriters 
Harrisburg, Pa.—James A. Tyson 
(Equitable of Iowa), president Harris- 
burg Association of RY ife Underwriters 
Pittsburgh, Pa. E. egzen, 
president Pittsb — ‘Association of Life 
Underwriters 
Williamsport, Pa.—Robert G Bi 
representing Williamsport West Branch 
Association of Life Underwriters 
Bordentown, N. J Harold B. Wells 


GET WEALTH OF SALES 
MATERIAL AT CONGRESS 


(CONTINUED FROM PAGE 3) 


vice- 


ites 


was the case of the man, who said, when 
approached on life insurance, “I wouldn't 
stake my wife to another man for a 
nickel!” In reply she painted the pic- 
ture of his wife, after his death, forced 
to marry a man against her will in order 
to give his children proper home and 
education and contrasted it with a pi 
ture of his wife, able through life insur- 
ance to maintain her independence, and 
remembering him as a good provider 

Professor Solomon S. Huebner of the 
University of Pennsylvania said that the 
university had conducted classes in in- 
surance for 20 years. He said his am- 
bition is to have the University of Penn- 
sylvania play a part in the development 
of life insurance needs. “There is no 
use talking about a profession of life 
insurance,” said he, “unless we stand 
ardize what must be known in that pro- 
fession. There are some standard sub- 
jects in all schools of business, econom- 
ics, corporation finance, credit. banking. 
wills, \ll these have been 
worked out on the basis of property 
values only. My hope is that we can 
work out a well knit life imsurance 
course based on each of these depart- 
ments of business. 


estates, etc. 


The final address of the day sessions 
of the sales congress was delivered by 
Paul Loder, manager of the Philadelphia 
agency of the Provident Mutual.: Mr. 





Loder had been asked by the program 
committee to bring the conveniion back 
to earth, on the theory that those at- 
tending were up in the air after hearing 
enthusiastic addresses all day. Mr 


Loder punctured the balloon so effec- 
tively that it is doubtful if the valuablk 
pomts of his addre ss were appreciated 


by many, owing to the tremendous 





crash. Mr. Loder’s address seemed to 
resolve tselt into a caustr iticism oft 
big policies, those who write the ‘ 
Sj ike s nd « the v he le ide 1 ot ¢ 
cating agents above the level ¢« writi 
ones and twos. When the dust had s¢ 
tled. those who took the trouble to 
alvze the talk were aware that it « 
tained facts to prove that there is 
immense Opportunity to write small pe 
icies, as iwainst the lit ited field tor big 
ones He showed that while there wet 
but 750 prospects for bi inheritance 
nolicies in Philadelphia, and about 600 
for business insurance, there were | 
twee 200.000 1 400.000 prospect 
1 n r dependent 








YiimM 
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ELLIOTT HALL TALKS ON 
WRITING MONTHLY INCOME 


(CONTINUED FROM PAGE 6) 
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J. Elliott Hall is regarded as one 


monthly income insurance in this country. 
land Sales Congress attracted wide attention. 


to speak he draws a large audience. 
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ator and I call upon you and tell you 
I have a house down the street worth 
$10,000; that you can move into that 
house tomorrow with your family, pro- 
vided you will pay the overhead ex- 
pense on it and the interest, the water 
rent, the taxes, the fire insurance and 
the necessary repairs, but 1 will make 
an agreement with you that the total 
cost in any year will never exceed 2% 
percent to 3 percent. That is the max- 
imum it will ever cost you; that you 
can move into that house tomorrow and 
if you die after moving in, that your 
wife owns the home free and clear. 
will give her a deed to the property 
and we will also guarantee that there 
will be no further payments to make, 
no more fire insurance, no more water 
rent, nothing to pay. “Now we realize, 
Mr. Brown, that this house is of little 
value to her unless she has something 
to run it, so we will give her an income 
of $450 to $500 a year toward the run- 
ning expense, so that there will be no 
expense, and in addition an income; if 
at any time after living in that home 
you become dissatisfied and want to 
move out, we will absolutely guarantee 
to return every penny of taxes and ex- 
pense you have had”—how many of you 
would move into that house? You 
would move in—I think you would, too, 
but because it is life insurance, “No,” 
got the wrong handle on it. If you 
call it a bond he will take it, if you call 
it real estate or a house he will take it, 
but because it is life insurance he won't. 
Why? Your fault and mine. Matter of 
education—he isn’t educated up to it. 


Advises Men to Put 
Themselves in Wife’s Place 


I am going to ask if anyone had any 
objection to the real estate argument. 


MEMBER: You are not in posses- 
sion until you die. 
MR. HALL: That is just what I 


wanted you to say. 
I tell this story to a man. 


reason I tell it to you. He says, “If I 


We | 











That is the reason 
It is the | 


take the house that is going to cut down | 
my expenses; if 1 buy a policy it doesn’t | 
j 


cut down my expenses, my wife doesn’t 
get it until I die.” Didn't I say we were 
selfish? If it is a house that is going to 


cut down my expenses I'll take it, but if | 


that is going to cut 
down my wife's, I don’t want it. 

I wish things might be reversed in 
our homes just for a little while. I am 
not so sure that the time isn’t fast ap- 
proaching when it will be true that we 
will be the nurses and the cooks and 
the housekeepers and that the wife will 
be the breadwinner. I 
think that it is the tendency 


it is something 


of 


am inclined to | 
the | 


times, but it would be a good thing for | 


us if we could do that and let the wife 
be the breadwinner for a little while, 


, use 


and '#t us assume her responsibility. | 


And I think this, that if she was the 
breadwinner and, like in my case, I 
have four children and myself to feed 
and house and clothe and educate, 
my good wife is out making a living, I 
have a lingering suspicion that I would 
recommend to her that she buy some 
life insurance so that if anything hap- 
pened to her I would be taken care of! 
] say I think I would—I know dog- 
gone well I would, don’t you? 


Many Stock Excuses Are 
Used to Thwart Agent 


l ofter the of the 


instance, 


use 
For 


day on 


comparison 
we will call day 
prospects and we will get 
‘Not interested.’ 
in life insurance.” 
“Have a friend in the 
“Got a broker who handles 
’ ete We will hear that day 
Or, from the secretar 
business? Mr. Brown 
you tel! him your 
see you if you tell 
How foolish if we 
those same objections J 
ago to geta 
these things, and 
only ten 
ques- 
this 


; 
there 


watcl 
alter 
this 
“Don't 
“Loaded 


busine ss.” 


same answer— 
believe 


us 


il! of mine 
after day 
“VW hat 


won't 


Ss 


your 
see you unless 
bus He won't 
him it is personal 


7 
iOse out 


ness 


or 
years 


tor 


started 


dard 


out many 
answer 
watch, if there 
here I wouldn't get all the 
cou Id about 


+4 
uld if 


tar 
51 } 
ike the were 


be asked 


tions oe 


S ick ly as I Cou 


« ad 


and | 


were a hundred, and if there were a 
thousand I would get the questions 
much more quickly than if there were a 
hundred. 


Should Have Answer 
for Every Objection 


Now then there are only 1,078 ques- 
tions that can be asked about that 
watch. As a life insurance man I 
couldn’t stand here and answer all the 
questions you could ask me, but I claim 
it is a mighty poor watch maker who 
will stand up here and not answer every 
question you will ask about that watch, 
and answer it readily. 

Now in the selling game, if you only 
call on three people in a day you are 
not going to get as many objections as 
you will get if you call on ten, and you 
won't get as many from ten as you will 
if you call on a hundred. After you 
have been in the business a certain 
length of time there are only so many 
objections that can be raised on life 
insurance—only so many objections that 
he can bring up on any phase of it, and 
aren't we silly—this is my opinion, I 
am not up to my job if I don’t have an 
answer for every one of them. 

How do I approach a man? 

I used to take a long time to discuss | 
this. I would walk into a man and he | 
would tell me he wasn’t interested, and | 
I would devote a lot of time arguing 
with him as to whether life insurance 
was a good thing, or whether it wasn’t. 
I go in now and say, “Mr. Brown, I 
am Mr. Hall of the Penn Mutual Life. 
I called in to ask when I may have a 
few minutes of your time to explain our 
income insurance.” Now I get some 
objection. I say, “Pardon me, may 
ask you this question? Is your mind 
absolutely closed to a new idea?” How 
many of you think he will say yes? I 
just want here to interject this one 
thought—whenever you answer any 
question that a man asks you or any 
objection he makes, always do it with 
a question—Don’t forget that. It is 
extremely important. If I were to sit 
here on this platform and canvass some 
man this morning, you would find that 
there would be hardly anything I would 
say to him that wouldn’t be termed in a 
question. Let me make this clear. An- 
swer all of his questions by asking him 
another one, but don’t let him use that 
method on you. You think it out some- 
time and you will find that you will lose 
the minute he gets you to answering 
his questions. I think it was Sheldon 
who said that every time two men met 
there was a sale made. The prospect 
sells the salesman the idea that he won't 
buy or the salesman sells the prospect 
the idea that he will. The strongest 
man wins. 
your method on you. 


Four Words Should Always 

Be Kept in Mind 

If you remember these four words in 
the English language you will find they 
cover a multitude of sins in canvassing: 


How ? When? Why? and Where? | 
There isn’t an objection that you can 
make to life insurance that I cannot 


answer by one of those words. In other 
words, “Why don’t you believe in life 
insurance?” Don't stand there telling 
him he is wrong; let him tell you why. 
I.et him do the talking, and you listen. 
\sk him why he is not interested in 
iiic insurance; why not let him tell you? 
We will stand there and give him 57 
reasons why he should believe in it, and 
perhaps there is only one reason why he 
not, or why he not interested. 
Let him tell you. Don’t play the whole 
deck, beat his trump and ii you beat 
that you have him licked 


Asks Prospect If His Mind 
Is Closed to New Idea 


and no matter what 
says, I ask him if his mind is closed 

new idea, and of course he says 
Then I say, “Mr. Brown, I 
will agree with me that it 
very unwise, or foolish of me 
introduce myself and ask you to buy 
proposition without first telling you 
at itis, Wouldn't that be silly of me 


Coes is 


Il approach him, 
he 
to 
‘ No.” 
think you 
would be 
to 
my 
wl 


Don’t let the other fellow | 


| to do that?” And of course he will say 
i“Yes.” He won't hesitate a minute to 
| tell you that you are silly—not a bit. I 
| say, “Well, now then, if it is foolish of 
|} me to expect you to agree to buy when 
FE; ou don’t know anything a' out it. isn’t 
|it rather unwise or foolish or silly of 
| you to tell me you won’t buy it when 
| you don’t know anything about it? In 
|; other words, Mr. Brown, I just want 
|you to do what you say—keep your 
| mind absolutely open to a new idea. 
| You just take an absolutely neutral po- 
sition to that, and in five minutes time 
I will give you a proposition that I think | 
| will interest you, and then (name your 
lage, any of you—35) I will proceed as 
| follows, always using a piece of paper: 
| I have asked him first, “You are a 
| married man, Mr. Brown?” and he says 
| “Yes.” 

I put an “M” down—it doesn’t mean 
a single thing, but by putting that “M” 
on a piece of paper he looks over at it. 

“What is your date of birth?” and 
don’t say “How old are you?”, but, 

“What is your date of birth?” 


| Necessary to Get the 
| Attention of a Prospect 


You start controlling him when he 
looks over—you know then that you are 
running the proposition. If he looks 
out of the window break your pencil 
and ask him if you can have it 
sharpened. 

Then, “Is Mrs. Brown about the same 
age?” and he will say, “Just one, or 
two, or three years younger.” 

Then you say, “Just give me her date 
of birth please.” And he gives you that, 
and if he knows it he is a good one. 
About the only time I remember my 
| wife’s birthday is the day after, when 
she reminds me that I forgot to give 
her a birthday present. 

Next, “How many 
you?” 

“Two.” 

“Boys or girls?” 

“One boy and one girl.” 

“How old are they?” 

“The boy is 9 and the girl is 6.” 


Gets Down to the Cost 
of the Income Plan 


“Mr. Brown for a deposit, the first 
lyear, of $47.50 reducing at the end of 
|the year to $40.81, and reducing each 
year thereafter, you can, if you measure 
up to our standards, (there is where we 
| start to pave the way for an examina- 
tion) secure a contract that will abso- 
lutely guarantee your wife a minimum 
income of $100 a month for life, plus 
| surplus interest of $14 a month—$114 a 
|month for 20 years, or $100 a month 
for life. If you become totally incapaci- 
tated for life your obligation ceases, and 
we will pay you an income of $100 a 
month for life, and at your death give 
your wife the sum I have mentioned. 
That, you see, gives you a pension for 
| life in the event of disability, guarantees 
| your wife a pension for life after your 
death, and your children an education. 
If you were to leave a child one month 
old and your wife were to die after you, 
that child would obtain that $100 a 
|month until its majority, and I would 
}say now, Mr. Brown, that $2.45 a 
month for every dollar you have paid. 


Tells Some of the Results 
of the Policy Contract 


“Now, Mr. Brown, the absolute max- 
imum that you can pay for this con- 
tract, if you live your full expectancy, 
is $14,304. The absolute minimum that 
we can pay to your wife is $: 
$100 a month to your wile 
she lives, and $100 a month 
you were to become totally 
And, then “Mr. Brown, the 
minimum you can pay would be 
assuming that you die the first year. If 
vou do die the first year and your wife 
lives her expectancy, the absolute min- 
Now then, 





children have 





is 


as long as 
to you if 
disabled.” 


imum we can pay is $45,314. 
Mr. Brown, I want to call just one other 
thing to your attention. The average 


deposit for this contract that I am out- 
lining to you over a period of 20 years, 
is $37 a month. If you will save that 
sum of money in any other investment, 


27,304, plus | 


absolute | 
$527.40 | 


| 
if you never miss a deposit, if you are 
able to make 5 percent compound inter- 
est, if you never become disabled, if you 
live 2634 years, and if your wife, at 
your death is able to invest it at 5 per- 
cent net, then you will have an income 
that will vield an income like this will 
after you make your first deposit. 
“This 2634 years I have mentioned is 
| within six years of your natural liie- 
| time—think of it—you are only expected 
| to live 32 years, you only have 534 years 
| left. You will agree with me that 
| that is a long shot. Now then, I will 
|agree with you, sir, that in 20 years from 
your children are grown up and 


| now 
De don’t want to continue your con- 
tract, and if you don’t you can cash 
lit in. 
Tells About Double Indemnity 

and Old Age Pension 

“There is only one other thing I 
wanted to mention, Mr. Brown. If you 


die in the early years, the chances are 
it will be by accident, and for a small 
additional deposit of $2.14 a month we 
will agree that if you die an accidental 
death, to double these benefits to your 
wife and children. If at the end of 
twenty years you want to discontinue, 
it will actually have cost you $12.19 a 
month, to give your wife and children 
all these benefits. 

“Mr. Brown, I just want to say this, 
that is $9.35 protection for every dollar 
you have saved. You have had protec- 
tion in the event of disability, your wife 
and children in the event of death have 
| had $9.35 protection a month for every 
|dollar it cost you over 20 years. You 
| have taken shorter chances than that 
| at the baseball game. It is a nine to one 
| shot, Mr. Brown. 

“One other thing—the only other 
thing you could possibly want in your 
|old after the children are grown 





age, 
and educated, the only other thing that 
can happen is aan you would want an 
}income yourself. At 65 you can dis- 
|continue and have an income of $82.27 
l'a month for life, at your death your 


an income of $82.27 a 
On the other hand, 
Mrs. Brown was still alive ane you 
|wanted to take care of her, you can 
have an income of $58 a month as long 
as you live, and at your death your 
wife can have an income of $58 a month 
as long as she lives. If you still have 
children to take care of we would pay 
you $36 a month as long as you live; 
at your death we would pay your wife 
$36 a month as long as she lives, and at 
her death we will pay your children 
$8,000 in cash. Now, in lieu of all these 
incomes, you can have $9,000 in cash at 
your death”, 


Gets Down to the Outlay 
That Can Be Made 


It took me four and a half minutes to 


wife will have 
month for life. 





teil you that story. ‘ 
Now I say, “Mr. Brown, if vov were 
to take that kind of a contraci, how 


much do you think you could deposit 
each month without disturbing your 
budget?” 

Now then you give me his objections 
—anything you think he is liable to say 

MEMBER: Do you think he will 
|understand all that? 

MR. HALL: No, and I don’t want 
him to. The reason I say that is this: 
/we cannot possibly hope to tell a man 
all we know about our proposition in 
four or five or ten minutes. Isn't it bet 
ter, however, to get that idea over ir 
four and half minutes than to stand 
there for twenty minutes and argue 
with him as to whether he should even 
listen to you or not? 


Give Prospect a Chance 
to Ask for Memorandum 


Now then I will ask you this: 
people are in the life insurance business 

if I walk out and leave that piece ot 
paper there, how many of you think he 
will know what it is a week from now? 
I start very early in the game, however, 
ruling something out, 


or I will write 
over it. Why? Because it gives him a 
chance, before I 


you 


leave to say, “Now if 
(CONTINUED ON PAGE 32) 
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ODERN BUSINESS GETTING METHODS 
F di P d f h N FE | d but let them accumulate and then take /la motor boat which, he says, has never 
ea ing roaucer 0 t S Cw —hg an them out at the end of the year and in- | been “headed.” It is important to excel 
3 —_ >” @ ——— — > - “| vest them in good securities, As to | in your hobby, he said. It is good ad- 
aMutualjLast Year Gives,Rate Book Men living expenses the agent can choose | vertising and helps the agent's busi- 
2 i oa a ea | his own standards .of living and then | ness He said that his motor boat has 
S : | : P d : |} work hard enough to cover the cost. | brought him a lot of business. Most 
uggestions on ncreasing TO uction | “There is never any promotion coming | agents play golf, few take to boating. 
|} to anyone who does not get on a solid | because he has a good boat he has made 
NDIANAPOLIS, IND., Mar. 22.—At | that gets results. Momentum is gained | basis,” he said many friends among boat and yacht 
the meeting ot the Indianapolis Asso- through continued effort . | “The field where you are is probably | owners, men of means, and they have 
ciation oO! Life L nderw riters a prac- | “Expose yourself to prospects, he the best tor you,” he declared. “There | been big boosters for him in selling in- 
4, tical talk on “Consistent Production | advised. One good plan for getting|is green grass in Terre Haute, Vin surance. His friends are constantly 
by Robert W. Moore, Jr., associate Bos- | prospects he said is to gain through | cennes or whereever you may be working for him He says that, after 
ton general agent of the New England | some one in a savings bank or building “Good will is the only asset you can't | you have been selling life insurance for 
Mutual and that company’s leading pro- | loan association the names of young] buy,” he said and discussed briefly the | a few years. you find vou do not have 
ducer last year, was given. In the seven couples who are buying homes. With | importance of establishing it to work so hard to get results, because 
years he has been with the New Eng- | such a list it is possible to sell as many “Have a hobby,” was the speaker's | you have by then a lot of policyholders 
land Mutual he has been in first, second | as 20 out of 25 prospects | advice and he told of his ow1 He has | who are working for you : 
el Ta every year in personal wy ny Held - ~ : 1 
POF se qr poyen z vty “Mort sri ance” he said is easy | PRESIDENTS OF LIFE COMPANIES GIVE 
cle re ‘heve in g : gi Isuré e Sz S €as} . : 
all the man power we've got. 1 also | to sell. As an example he told of one VIEWS ON BUSINESS LIFE INSURANCE 
believe that if we don't put into it all | of his own experiences. He had been | 
we've got, if the public finds we are not | trying to sell a prominent lumberman ————— 
giving two dollars tor every one we but had gotten nowhere in the inter- N his address before the Philadelphia | cerns, both large and small, were liter- 
get, we won't have any business. I've | view. “Do you own your own home | sates congress, William J. Graham, | ally saved by loan values under policies 
been a general agent two years 3 and | he ventured His prospect was much second vice-president ot the Equitable | in force, and it is well known that 
| m not Particularly proud of it. | older than himselt and blurted out, ite of New York, said: “The lite in- | money, even for short periods was diffi- 
like to think of myseli as an agent, lor Own my own home, ot course IT di surance agent and the life insurance | cult if not impossible to obtain. It was 
[ like selling life imsurance.” you young pup Do yous” “No, but | company have both the opportunity and | not a matter of credit but one of imme- 
“I Can Work It” Is l m sayy one Phere's a mortgage on the obligation to extend life insurance | diate available money It has been es- 
Boston Association Slogan at a eee = ee fio ortgage on mine, | for usiNess Imsurance purposes wher timated that during the period referred 
: declared the prospect Chen you don't | ¢ver a human life or the human equation | to over $400,000,000 was loaned by the 
Last year Mr. Moore was president | own it,” Moore snapped back, “and you | figures in the success of a business or | life insurance companies : 
of the Boston Association and he said | won't till you pay the mortgage.” This 5 jn its credit or in perpetuating control “The views held by commercial agen- 
that it has a slogan which has been | broke the crust and a good policy was | and ownership for partners. employees | cies afford a striking evidence of the 
helpiul to its members, “I can work it.” | secured. “Mortgage insurance is the | and heirs of business.” value to any business house of life in 
Just four words but very helpiul to the | best field tor the young agent,” Mr In support of this vigorous statement, | surance carried for the benefit of the 
man that gets the spirit of it Moore said, “Just get a lot of young | he introduced letters from presidents « business. [t is enid that a commercial 
_He used a blackboard for illustrating ; couples started who are buying their] the leadi life surance companies | rating by one of the large agencies is 
a sales plan. With a diagram he | homes on payment plans and they will | whose home offices ar thin the terri- | not disturbed at the time of the death 
showed that all policies can be made | follow each other hke sheep in buying | tory represented by the Philadelphia | of an individual or member of a firm, 
to fall into a very simple relationship. | lite insurance rhe young fellows will ongress , if dequate business life insurance is 
Advising his hearers to forget the usual | brag to their triends about taking out ee a in force his tact in itself provides a 
a. terms describing various policy con- | life insurance to protect their payments compelling argument with which the 
tracts he said that the thing to do is | Their wives will spread the news at Kkdward D, Dutheld, president of the | underwriter may approach individuals, 
simply to sell life insurance as life in- | their bridge and mah jong clubs All | Prudential, says Life surance for | members : firm, or officers of a cor- 
surance, the variety of policies simply | you will have to do is to go around and | the purpose of protecting and strengt poration 
being different ways and periods of pay- | collect applications Va ening business provides a held of limit ‘ There is a value to be placed upon 
ing for the same thing. Schwab’s Traits Are the less possibilities in the direction ot serv- | the human asset uny business, whether 
Production of Business Should Basis of Real Achievement at ot "eo t\ pe aac it . . . ttul ~ the « u ital bye $20 r $2,000,000, tor in 
Be Done by a Program ie paid a tribute ies SS ee ree ach in 6 caanantent en Te, nate Shade Ss Wale ar eee 
— 3 ow — ' dO as ‘ a, Venie way. [thing that will replace, as nearly as 
Speaking of the selection of men as| who achieved great ngs trom a] to perpetuate the solidit isiness | money can, the equivalent of the pro- 
agents he said that life insurance sales- | humble beginning hwab’s qual- | enterprise ducing brain. b brain, selling brain, 
men are born and cannot be made if | ities which have |! success, Mr “In a great majority of cases a large | organizing  brait and financial brain 
they are not suited to the business. | Moore said, are initiative, imaginatio irt t the entire savings the alues 
You can't teach a fellow to think,” he and et These wil gs t ers 'y, is ested in the President Wing's Views 
said. It takes about three years tor a cess i ince Saiesmat! sINneSss € rise } itive 
young fellow to get started in this busi- He gave the experience of his agency | small merchant. and it is in this dire Asa S. Wing. president of the Provi- 
ness,” he said, “and he is apt to get | as to the number of mterviews neces tion that the lite underwriters should | dent Mutual Life says More and 
pretty blue during the first three or four | sary to secure a policyholder lt varied | direct their best efforts. to the end that | more it must be realized by business 
months.” He emphasized the import for different men but the average was | the growing business may be made s« men that a going business should be 
ance of having a program He said that 7) Records were also ke pt as to the ure against the mevitable shock ind protect d by insurance trom the loss 
in his own agency the effort of every | value of interviews and it was tound npairment which tollows in the wak sure to come to it by death of one or 
man is to have at least one applicant that every real interview in worth avert ot t death of the owner ore 7 a e who supply the brains 
examined a week Out of their own | aged $4.93. One ot their men wl be \<s the usefulness of the life insur alate make the business a success 
experience, he said, it has been shown | cause his ¢ es keep him closely mn the | ance policy, taken for strictly siness Chev have learned that fire insurance 
that the agent who keeps up this pace | office, was able to close sixteen appli- | protection purposes, becomes more and | is necessary for their buildings, it is 
keeps on the right side of the agency's | cations out of nineteen interviews while | more apparent through the activities of | our business to teach them that business 
ledger but that the agent who does not | one of their new men actually made | life insurance men who are seeking t life surance is as necessary for brains 
do this sooner or later will lose out and ! 1,200 interviews in a year and secured | place service, and marked progress is | worth ins g 
owe the agency money He said that | only sixteen applications " But he's | now being made in that direction, there Philip Burnet Quoted 
he and his partner apply this rule to | going to make a good man,” Mr. Moore ; will be fewer reasons for winding 
themselves as well as their agents and declared business concerns on account of lack of Philip B net pres lent f the Con- 
‘or } ; ‘ nm nasiind ’ ntal +7 re <¢2\ “ » 
put their name on the weekly record | Importance of Personality fresh, unencumbered capital with which "9 ~ L : is .: Delaware ~~ s P lhe 
voard in the agency room Pheir own | Should Be R ded to carry it on chiet ing which presents itself to my 
quotas are double those of their men | — . mind in connection with business insur- 
= 2 , 2 es Recommended by Bankers . 
> and if they fall down the rest of the He referred to the importance of per F nce is the fact that in the main, we are 
agents know it rhis makes it possible | sonality rhe agent should analyze his “Business life insurance is not only | touching only the more obvious and 
for them to talk more convincingly to | own personality and make it a rule | recommended but invariably urged by utstandine needs of business for life 
their agents as they are going through | to work among people to whom he ap ankers because the proceeds of a lite | insurance protection, and tailing, in most 
the same experiences with them peals—people of like tastes and ways of | insurance policy becomes in t ~ liately nstances, to re ach t! real core of the 
thinking As for himself he said that | available when most neede« jut the | sit ) is a whok 
Health and Power Esteemed there a certain classes of prospects work ot demonstr iting tS importance Nor is itt [ ssible to reach the core 
in Most Successful Work with whom he has no success it all ts availability, its relatively moderate f the needs of any particular business 
The speaker emphasized the import ‘The golden rule.” he said, “is the best | cost, falls upon the life insurance sales without the most careful, painstaking 
ince of “health and power “ The best rule in the world tor a lite imsurance man who has made it his business t na ntelligent analysis ft all the tac- 
of plans and programs may be devised | salesman to follow.” keep informed upon the progress and | tors involved, including primarily, the 
ut to put them over the agent must He emphasized the 1m I itural needs the wa expa ‘ t the p cular business, its 
have health and power He told how | ing An agent should and credit of the business men in | capital requirements, its actual financial 
he had learned from his own observa to lay aside something mmunity There can be a no|/ condition im detail, and, finally, each of 
tion how important regularity is to the | himself financially. Su! effective reserve than business life | the human factors in their respective 
lite insurance salesman Even strict | the ones who have accu ‘ ance ‘ t is alwavs a valuable lat o the w ‘ 
dherence to rules of sleep he said is | thing and they are the ones who get | asset without regard to the condition of I analysis, it seems to me 
» very important Fun must be had! ahead. A good way, he said, and one | the commodity or money markets at/ r s the mind of the successful 
ilong with work but it is the steady | which he practices, is not to draw one’s | the time of deat! bank superimposed upon that of the 
srind, like the turning of a grindstone. | renewal commissions during the yeat “In 1907 thousands ot business ¢ | life insurance man; and the more closely 
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our specialists in business insurance ap- 
proximate that type, the more success- 
fully will the essential needs of their 
clients be disclosed and protected.” 

Clifton Maloney, president of the 
Philadelphia Life, says: “Business in- 
surance extends to business enterprises 
substantially the same protection that 
the regular forms of insurance give to 
the family. It is as important and nec- 
essary to business concerns as is fire 
insurance. 

“The writing of business insurance in 
its simplest form, where the corporation 
or partnership is the beneficiary, does 
not differ materially from the writing 
of regular forms of individual insurance. 
In its more complicated forms such as 
where the purpose is to enable surviv- 


the 


| Penn 
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interest of deceased partners or 
stockholders, it requires a special knowl- 


| tile concerns where the original owner 


edge of the practial considerations and | 


legal questions involved, and careful, in- 
telligent study of each case. 

“Business insurance is a rapidly grow- 
ing branch of the business, widening 
the field of usefulness of both the com- 
panies and agents and affording to the 
agents additional opportunities in return 
for special service, study and ability.” 


W. A. 


William A. Law, 
Mutual Life, says: 


Law’s Strong Views 


president of the 
“Perhaps the 


| most important reason for the consider- 


ing partners or stockholders to buy out | 
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business insurance is to create 
credit protection. Credit is the most 
valuable assets a firm has. Injure or 
destroy it and the whole structure falls. 
Preserve and strengthen it and reputa- 


ation of 


| tion is maintained and the undertaking 


| leader, 


perpetuated. The credit of any firm 
rests mainly upon the human element— 
the brains of the management—the 
partners and associates. Re- 
move any one of these and the structure 
all financial 


is at once weakened. If I 
| institutions in which the loaning of 
| money forms an important part would 


| insist upon insurance protection in addi- 


tion to first class collateral their opera- 
tions could with safety be extended and 


|a more important service rendered their 


| 


respe ctive c ommunities., 


‘To organize a great business insti- | 


tution involves a wonderful exhibition of 
human effort, especially among mercan- 





‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.’ 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President | 


Denver, Colorado 








next birthday to 60 years. 


Endorsement. 


HOME LIFE INSURANCE COMPANY 
OF AMERICA 


Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed by State 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. 


JOHN J. GALLAGHER, Treas* 








Box 776 








WRITE TO 


W. A. Stalnaker, Director of Agents 


For ground-floor opportunities in Pittsburgh 
and Western Pennsylvania and in West 
| Virginia which was recently opened and 
| 
| 


where more than ONE HUNDRED 
| THOUSAND DOLLARS PER 
| MONTH is being written by 


FEDERAL UNION LIFE 


CINCINNATI 


Clarksburg, W. Va. 








started with practically nothing but 
pluck, the same firm growing to become 
a powerful factor in the community. In 
the past when the founder of a great 
business died his undertaking as a rule 
came to an end at the same time, but 
now incorporation creates permanence 
and spreads responsibilities over a much 
wider field. 3usiness insurance has 
much to do with the perpetuation of 
corporate effort, enabling the survivors 
to purchase outstanding shares without 


interfering with the funds invested in 
the business itself. The survivors are 
thus enabled to assimilate large hold- 


ings and replace them for the benefit of 
the business. 

“The entire estate an individual is 
frequently tied up in his business, either 
a corporation or a partnership. So long 


of 


as he lives his interests are productive 
and his estate continues to grow. At 
his death, however, the value of the 
estate frequently decreases, particularly 
where the investment remains in a busi- 
ness already weakened by the loss of 
an associate. Business insurance, coup- 


led with suitable articles of agreement 
providing for complete dissolution on a 
cash basis will generally conserve an 
estate and at the same time place con- 
trol of the business in competent hands 


where it rightfully belongs.” 
Talbot's Message 
Walter Le Mar Talbot, president of 
ithe Fidelity Mutual Life, says: “Sev- 


| success has been due 


eral days ago, in congr ratulating one of 
our best writers upon the fact that he 
has led our entire field for January and 
February, I suggested that the rest of 
the men would be glad to have an ex- 
pression from him which would impart 
to them the secret of his success. He 
promptly replied, ‘Tell them my recent 
entirely to apply- 


ing life insurance to business needs.’ 
This, it seems to me, is a more concrete 
land convincing contribution to your 


| several thousand words 


| thing 


I were to send you 
expressing my 


’ 


symposium than if 
own opinion of business insurance. 


ELLIOTT HALL TALKS ON 
WRITING MONTHLY INCOME 


(CONTINUED FROM PAGE 30) 


me that I will think 
it over and let you know.” Get that 
scribbled on that he doesn’t 
know what it is and you don’t either, so 
before you go you can take it up and 
start to rip it up, and throw it into the 


you will just leave 


sO 


basket, so that he cannot have it. He 
will say “Let me have that in black and 
white,” perhaps. “Allright I will be 


very glad to do that; when can our man 
look you over?” 
“Oh no. I| couldn’t think of 
haven't made up my mind yet. 
Vell pardon me, Mr. Brown, the 
decision Pa sn’t rest with you. In other 
words, if you tell me you want that ,the 
chances are one to seven that you can't 
get 


that. I 


me a 
can 
that 


he says, “You write 
don’t do that. If you 
method right along so 
your law of averages, I won't 
quarrel with you, but I am going to 
on my first or second interview, 
I don’t then I am going to forget 
-if I don’t on the first the chances 
won't on the second because you 
cannot get vour prospect in the same 
frame of mind twice. 

| have no quarrel 
who takes a long time, 
can get enough them 
that and do business. 


Puts in Some “Sob Stuff” 
as a Sort of Clincher 
The 

He wants to 


my 
that 
vou get 


close 
and if 
him, 


are | 


with the fellow 
but I find that I 
to listen to 


ot 


this: 
his wife, 
to get 
if you 
have told 
don’t talk 
will tell you 


only thing he can say is 
talk it over with 
and here is where I commence 
the stuff in: “Mr. Brown, 
torget everything else that | 
vou, please don't fe this 
it over with vour wife. 1 
- reason why. It may be that vou 
‘annot get this. I know if vou go home 
pn tell her about it she going to 
think it is a good thing. may for- 


soD 


reet 


is 
She 





7 
a 
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|get about herself, but she is going to 
think about the children and she will 
say, “Yes, I think George, you ought to 
take it.” We submit you to an exami- 
nation and may be you don’t make it. 
You can’t bear to tell her—she asks you 
sooner or later and you have to tell 
her that you cannot get it. Now she 
|} has two things to worry about—first 
your health and second what she will 


do with the children if anything should 


happen to you. So don’t talk it over 
with your wife until you know you 
can get it. 

Now you have to pave the way for 
signing the medical blank, and the only 
way to do that is to tell him not t 
sign a thing except to certify to the 
questions the doctor asks him. “Don’t 
you sign a single thing for anybody 
until I tell you to,” and of course he 
Says, oO. 

W hy do I do that? I want to pave 


the way to get the medical blank signed 
without any question, and I want to go 
back and tell him what a fine risk he 
“The doctor says your figure is 
erect; your blood pressure is fine.” And 
then I ask him how long he wants to 
carry the risk—there where I get 
most of my prepayments. Most of them 
object, but if he has passed a fine exam 
ination your chances are a hundred to 
one on getting it the first day you are 
in there. 


1S. 


is 


NAME AD COMMITTEE HEADS 


President Leon A. Soper of Conference 
Appoints C. A. Palmer and Mrs. 
Paul for Convention Work 





NEW YORK, Mar. 26.—Leon A. So- 
per, president of the insurance advertis- 
ing conference of the associated adver- 
tising clubs of the world, announces the 
appointment of Clarence A. Palmer as 
vice chairman of the exhibit committe 
of the conference, in charge of exhibits 
from fire, life and miscellaneous insur- 
ance companies, and of Nora Vincent 
Paul as vice chairman of the committee 
in charge of arrangements at Wembley, 
England, where the exhibits will be 
held this summer. Mr. Palmer ad- 
vertising manager of the Insurance 
Company of North America, while Mrs 
Paul is vice-president of THE NATIONA 
UNDERWRITER and one of the best known 
figures connected with the insurance 
press. She plans sailing for London i 
June in time to do considerable work 
for the exhibit before its formal open- 
ing. 


is 


Adequate Remedy at Law 


When the holder of a life insurance 
policy, issued by a company, duly h 
censed to do such business, dies before 
the policy by its terms becomes incon 
testable, as provided by sub-div Sec 
3477 G. S. 1913, Laws of Minn., there 
is a plain, speedy and adequate remedy) 
at law to the company and an action it 
equity to cancel the policy on _ the 
ground of fraud will not be entered, fo! 
lowing Mutual Life vs Stevens 195 N.W 


913. Indianapolis Life vs Aaron, Su 
preme Court Minnesota. Decided Mar 
14, 1924. 

. -——— 


Standard of Pittsburgh Expands 

The Standard of Pittsburgh is enter 
ing Michigan and West Virginia. Aside 
from its home state it is also entered in 


Ohio. Pennsylvania is fairly weil organ- 
ized. J D VanScoten, the vice-president 
and head of the agency department, is 
paving particular attention to Ohio and 
will soon appoint general agents in the 
two new states. The Standard Life is 
making splendid progress. In addition 
to life insurance it writes accident and 
health 


Charter for Canadian Association 


An app tion for 
is being m ade bv the Life Underwriters 
Assc ciat of ( nada, le obtects 
the association being to ensure 

the yper and 
of the business 


the Dominion of Can: 


a Domit o1 charter 
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» Southland Life 


Insurance Co. 


HARRY L. SEAY, President 


LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 





Insurance In Force 


$73,000,000 


Admitted Assets 


$7,500,000 





| 
| TEXAS 
| J. td EVERETT, Manager The latest in approved policy forms. 


| ' thas ; 
317 Wilson Building Dallas, Texas Disability Annuity Benefits with first payment 
IMMEDIATE. 


ARKANSAS Waiver of Premiums without extra charge. 


Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 

J. E. LEEPER, State Manager as those on standard lives thus insuring to the agent 
P. O. Box 1077 Little Rock, Arkansas a manium of corvice. 

Advantageous agency contracts open to men of 

QuOud-- ability and integrity. Previous insurance experience 


not essential. 


We may have just what you are looking CLARENCE E. LINZ 
for Why not ge t in touch with us? Vice-President and Treasurer, in Charge of Agents 
“ PHILIP N. THEVENET PAUL V. MONTGOMERY 
Vice-President and Secretary Vice-President and Actuary 


DALLAS, TEXAS 




















The Eyes of the World Are Centered on 


BF AHE Chicago National LOS ANGELES 


le ce ] Life Insurance Com- 
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Beautiful! Delightful! Prosperous! 


It has been termed the “Magic City’ by reason of its 
astounding and almost supernatural records of progress. Its 


n > : : growth is unprecedented and its future certain. Every branch 
agents in Illinois and Indiana, of business is sharing alike in a field of opportunity. ‘‘Things 
are humming” the year ‘round. Weather conditions do not in- 

advantageous contracts, terrupt the day's business. Hardly a month passes but that a 


new record is made in some line of endeavor. 


standard policy forms, home 


i : There Is Profit in P 
office co-operation and the ere Is Profit in Progress 


Come to Los Angeles to Live,—where opportunity is un- 


influence of | 200 stockhold- limited in the life insurance field. Prosperity and successful life 
‘ « . S insurance underwriting go hand in hand. 
ers in bot tates. With our co-operation in the field, you will find that the new 
Multiple Protection Policy which ‘“‘pays 5 ways’ will enable you 
T to make an enviable record. 
Five thousand leads received last Last year we paid for two millions per month of new business 
month from our stockholders. in eight counties. 


For information address 


. : ' JOHN NEWTON RUSSELL, Manager 
Chicago National Gnderwriters Co. HOME OFFICE AGENCY 


Pongo 56 Years P ACIF IC MUTUAL LIFE Assets over 
202 So. State St. Chicago, Ill. el INSURANCE CO, = *84,290,000 


Pacific Mutual[Bldg. - - Los Angeles 
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PEORIA LIFE | 4 


INSURANCE COMPANY 


offers to its agents 
—— , 
ioe at. Maile & program of constant Er ar 
like many leaders of the all~year~round service — the pager 


Peoria Life Agency Force, 


— KF Ry Be ay practical kind of service that An cconac ll 
makes them successful Benen al 
and prosperous. 
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Cooperation That Counts 


March winds may blow and skies be overcast, but Peoria Life agents are 
in high spirits. The campaign to “Bring Home the Bacon” which started 
February first is in full swing. Every Peoria Life agent is absorbed in a most 
useful—and most profitable—occupation. He is busily engaged in amassing 
the greatest possible volume of ‘‘bacon’’-yielding business. 





The climax comes at the end of the month with the “Pig Market” in 
every state. “Silver Dollar Day,” it is called in the Agency Force, because 
at this time every agent redeems his ‘“‘bacon” for new shiny silver dollars. 











Interesting though the silver dollar feature is, it is not by any means the 
main consideration. The program calls for inspiring meetings and practical 
discussions. From the Home Office come the officers of the Company to rub 
shoulders and exchange views with the agents, as they frequently do throughe 
out the year. It is an occasion of good fellowship, a fitting close to the first 
quarter of the year, an inspiration to further efforts. 

















March is always one of the biggest months in the calendar for Peoria 
Life agents. It brings them big business. More than that: with the helpful 
cooperation of their Company, it sets them on the way to greater results and 
more complete success. 
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PEORIA LIFE INSURANCE COMPANY—PEORIA, ILLINOIS 
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